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National Council Girds For Dues Fight 





Optional Nature Of 
Federal Chartering 
Proposal Stressed 


Member Of Money-Credit 
Commission Is Speaker 
On American College Hour 


The proposal for federal charters 
for life companies, contained in the 
recently pub- 
lished report of 
the commission 
on money and 
credit of the 
Committee for 
Economic De- 
velopment, is 
strictly for an 
optional type of 
charter, at the 
discretion of the 
insurer, Gaylord 
A. Freeman Jr., president of First 
National Bank of Chicago and a 
member of the commission, told 
the audience at the American Col- 
lege Hour during the NALU an- 
nual convention in Denver. 

“There were some members of 
the commission who felt that such 
federal chartering should be com- 
pulsory and presumably would in- 
volve industry-wide regulation,” 
he said. “The majority opposed 
this view and adopted this recom- 
mendation in the belief that insur- 
ance companies should have the 
opportunity to avail themselves of 
federal charters if—but only if— 
they desire to do so.” 

Mr. Freeman observed that 
there was only one other recom- 
mendation directly affecting life 
companies. This is the recommen- 
dation that states embody “lee- 
way” or “basket” provisions in 
their insurance laws to permit 
companies to invest up to a speci- 
fied percentage of assets in securi- 
ties not otherwise permitted as ad- 
mitted assets.” 

Mr. Freeman was introduced by 
Paul F. Clark, chairman of John 
Hancock and of American College, 
who presided. 

In commenting on the commis- 
sion report in general, Mr. Free- 

(CONTINUED ON PAGE 33) 





Paul Clark 


NALU's President For The Year Ahead 





R. L. McMILLON 
Abilene, Tex. 





‘Man In Motion’ Aptly 
Describes New Leader 


“Man in motion” is a phrase 
that has been selected to describe 
Robert L. McMillon, manager of 
Business Men’s Assurance at Abi- 
lene, Tex., and the incoming presi- 
dent of NALU. It’s a good descrip- 
tion too, even though its brevity 
doesn’t fully convey the speed, 
purposefulness and sense of direc- 
tion that characterize the new 
president. 

Probably most people first be- 


came McMillon-conscious through 
listening to or reading abut his 
famous talk on “Penetrating Oil.” 
The talk had its premiere at the 
first disability sales congress spon- 
sored by the Texas Life Under- 
writers Assn. Though he had been 
a fluent public speaker since high 
school days, Mr. McMillon ap- 
proached the assignment with the 
feeling that he was entering the 
(CONTINUED ON PAGE 45) 


Objectors To Boost 


Say Specific Proof 
Of Need Is Lacking 


But Appeals For Rise By 
Schriver, Grayson Carry 
Much Weight With Voters 


By ROBERT B. MITCHELL 


In a convention notable for ab- 
sence of controversy, the nearest 
thing to an issue is the proposed 
$2 dues increase that would bring 
national association dues to $8 a 
year per member. And even the 
most vigorous inquisitors of Treas- 
urer Louis J. Grayson at the Tues- 
day afternoon National Council 
session after he had presented his 
report and budget increase pro- 
posal were not so much objecting 
to the increase as to what they 
considered a lack of specific infor- 
mation on which to base an intel- 
ligent decision. 

Voting on the proposed bylaw 
to increase the dues will be this 
afternoon, after the election of of- 
ficers and trustees. 

The attitude of the questioners 
at the Tuesday session was prob- 
ably well typified by the state- 
ment of Charles E. Cleeton, Occi- 
dental of California, Los Angeles, 
a past president of NALU. He 
said he was quite confused by 
what he had heard and that he was 
unable to follow the figures given 
by Mr. Grayson. 

“There must be many who are 
more confused than I,” he said. 
“All I’d like to see is what NALU 
wants and what NALU is doing 
with its money. If the dues in- 
crease is needed, I’ll stand up and 
fight for it, and so will the rest of 
you. Apparently our bank account 
is out of balance and I haven’t seen 
a balance sheet. We’ve got a mil- 
lion and a half dollars in assets. I 
can remember when we didn’t 
have $75. Let’s act like big busi- 
ness. You haven’t shown us any 
figures. What about the rent from 
LUTC and the parking lot? Is it 
possible to give these people out 
here a copy of the whole financial 

(CONTINUED ON PAGE 13) 
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Facts Justify Optimism 
On Sales. Says MacLeod 


Reasons why optimism on the 
future of life insurance sales is jus- 
tified on the ba- 
sis of available 
facts and not just 
wishful thinking 
were given by 
Sayre MacLeod, 
vice-president of 
Prudential, in 
his talk as a pan- 
elist at the 
agents forum 
during the 
NALU conven- 
tion. Following is the portion of 
his talk dealing with five of these 
reasons. 


By SAYRE MacLEOD 





Sayre Macleod 


Occupation Shifts: We foresee 
a decided shift in occupations 
during the ‘60s. There will be a 
substantial gain in the number of 
white-collar workers, a smaller 
gain in the skilled and semi-skilled, 
and a decrease in the number of 
farmers and agricultural workers. 

No doubt the most important 
change to us will be within the 
white-collar group. Management 
and professional personnel are in- 
creasing rapidly, with the greatest 
increase among scientists and en- 
gineers. Such people, commanding 
above-average incomes, need and 
expect above-average skills in the 
underwriters who program their 
insurance and service their needs. 

The Growth of Upper Income 
Markets: Another favorable fac- 
tor is the increasing upper income 
markets. Back in 1953, there were 
less than 9 million family units 
with incomes of $7,500 or more. By 
1959, there were over 12 million. 
By 1970 we expect to see the count 
jump to over 24 million people 
earning $7,500 or more. From our 
point of view, this can be of ter- 
rific importance. My special con- 
cern right here, however, is with 
our sales to persons earning $7,- 
500 to $10,000. According to the 
Department of Commerce, about 
17% of our families had incomes 
in this range last year, yet we 
made only 11% of our sales by vol- 
ume to persons in this income 
bracket. It seems to me that they 
are deserving of greater attention 
on our part. What can we do about 
that? 


Buyer May Be Neglected 


The theory has been advanced 
that the insurance industry has 
learned to make sales to the young 
family man just getting started but 
then tends to ignore him for sev- 





Two From Federal L.&C. 


Attending the convention as 
representatives of Federal Life & 
Casualty are H. Curtis Reed, ex- 
ecutive vice-president, and Roy 
G. Mathews, assistant superinten- 
dent of agencies. 


eral years. The agent only comes 
back to him for further sales when 
he becomes an outstanding pros- 
pect. We must admit there is some 
truth to this. We also know that 
insurance men vie with each other 
to be first to call on men who have 
been promoted to important posi- 
tions. If we will stay with our 
young policyholders during the 
years they are establishing them- 
selves, much of this competition 
can be elmminated. Service to pol- 
icyholders can be made to pay off! 
Let me tell you what we in the 
ordinary agencies of the Pruden- 
tial are trying to do in this area. 

Applying the Debit System to 
Ordinary Sales Organizations: 
Several years ago, a suggestion ap- 
peared in “Probe,” I believe it was, 
that the ordinary companies might 
well use to reduce their turnover 
problems and aid their agents in 
prospecting. It was a sound sug- 
gestion because it had to do with 
giving agents a definite place to go 
and definite people to see. It was, 
in effect, applying the principle of 
a debit, such as assigning an of- 
fice building to an agent, to an or- 
dinary organization. 

We considered this idea carefully 

(CONTINUED ON PAGE 34) 


Purser, McDonald Win 
Best Articles Awards 


Carr R. Purser, Penn Mutual 
Life, New York, and Tom B. Mc- 
Donald, director 
of training of 
Southland Life, 
have been 
named the 1961 
award winners 
fior the best arti- 
-f{cles appearing in 
Managers Maga- 
zine and District 
| Manage- 
Ament. The a- 
wards, inscribed 
silver clocks, were presented Wed- 
nesday at the luncheon of Gen- 
eral Agents & Managers Con- 
ference of NALU in Denver by 
Burkett W. Huey, managing direc- 
tor of LIAMA, publisher of the 
magazines. 

Mr. Purser’s article, “Perform- 
ance and Progress,” appearing in 
the second quarter issue of Manag- 
ers Magazine, shows how to make 
capital out of the changes and chal- 
lenges of the 1960s. Mr. McDon- 
ald’s article, “Not Group Train- 
ing—But Training the Group,” 
published in the second quarter is- 
sue of District Management, con- 
siders methods of evaluating group 
training classes and also provides 
a seven-step procedure for conduct- 
ing better group meetings. 


ae ina 








Carr R. Purser 





Straws In An Irresponsible Wind 


Are Basis For Concern: Schriver 


Executive Vice-president Lester 
O. Schriver of NALU was one of 
the featured speakers at the annual 
General Agents & Managers Con- 
ference meeting during the NALU 
annual convention in Denver. Fol- 
lowing is a greatly abridged ver- 
sion of Mr. Schriver’s talk. The full 
talk, running more than twice the 
length of what follows, will be in- 
cluded in a brochure to be pub- 
lished later by GAMC. 


By LESTER O. SCHRIVER 


Perhaps I am wearing my dark 
glasses, but I think our business 
will face more numerous and more 
serious problems in the next dec- 
ade than in any comparable per- 
iod—including the first decade of 
this century. 

Let’s face it—we shall have more 
and more interference from gov- 
ernment unless there is a drastic 
change in the socio-political cli- 
mate. 

Generally speaking, the straws 
are being stirred by a wind that has 
an unhealthy feel for those of us 
who are devoted to the free enter- 
prise system. For some 30 years 
we, the Americans, have been 
brain-washed to a degree which 
few of us realize. We have been 
all but persuaded that the govern- 
ment Owes every man not only the 
four freedoms,-but also freedom 
from responsibility. But the cruel, 
bitter joker in the deck is the fact 
that the price tag has been con- 


cealed. 

Thirty years ago, F.D.R. ran on 
a platform of economy. He accused 
Herbert Hoover of being a spend- 
thrift because he had spent $4% 
billion in a single year to run the 
government. It now costs twice 
that amount to service the national 
debt. 


Balanced Only Five Times 


In the 30 years since the prodi- 
gal spending of Mr. Hoover, we 
have balanced the budget only five 
times, and during much of that 
time we have had unparalled pros- 
perity. 

During the present year, we 
shall have a deficit of $10 billion, 
even if we don’t have a war, and 

(CONTINUED ON PAGE 38) 





2nd Day 


Marion |.Gilmore | 
New WLRT Chairmay 


Marion I. Gilmore, John Hap. 
cock, Albany, was elected chair. 
man of the 
Women Leaders 
Round Table a 
the annual meet. 
ing held during 
the NALU cop. 
vention. 

Hazel B. Shaf. 
er, Equitable So. 
ciety, Roanoke, 
Va., was elected 
vice-chairman, 

Other mem. 
bers of the executive committee are 
Florence E. Lorf, Penn Mutual 
Detroit, Ethel B. Karene, Union 
Central, New York City, and Hel. 


Marion |. Gilmore 


en Millett, Penn Mutual, St. Paul, > 


immediate past chairman. 

Mrs. Gilmore presided at the 
WLRT “Sellarama” Sunday, at 
which four leading women agents 
spoke briefly and then were 
quizzed on their methods by Mrs, 
Gilmore, acting as moderator. The 
four talks are being reported in the 
special convention issues. 


Penn Mutual To Entertain 


The Denver Hilton Hotel’s As- 
sembly III will be the scene of a 
company dinner given by Penn 
Mutual Life Thursday evening. 
Hosts for the affair will be Charles 
R. Tyson, president ; John M. Hueb- 
ner, senior vice-president; George 
A. Bennington III, vice-presi- 
dent, and M. P. Gallagher, agency 
secretary. 








Helen Hottenbacher, Baltimore 
association, and Robert Wood, 
Massachusetts and Boston associa- 
tions, at the NALU trustees-execu- 
tive secretaries dinner. 





Three Tennes- 
seans at the 
breakfast 
of the NALU 
and Million Dol- 
lar Round Table 
executive com- 
mittees: Lester 
A. Rosen, Union 
Central, Mem- 
phis, MDRT 
chairman - elect 
for 1962, James 
B. Irvine Jr., Na- 
tional of Ver- 
mont, Chatta- 
novga, the 1961 
MDRT chair- 








man, and David Blumberg, Massachusetts Mutual, NALU secretary. 
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LIFE insurance cOMPANY 
OF CALIFORNIA 


Home Office: Los Angeles 


*10,905, 206,543 of life insurance in force on June 30, 196] 





























Robert C. Gil- 
more Jr., Mutual 
Benefit Life’s di- 
rector of public 
relations, W. W. 
Hartshorn, Met- 
ropolitan Life su- 
perintendent of 
agencies, and 
Clyde Connaugh- 
ton, Metropoli- 
tan Life, Shreve- 
port, La.. NALU 
trustee candi- 
date. 


x lh _— , = me) | 


At the board meeting of the Million Dollar Round Table Founda- 
tion: seated, Donald F. Barnes, vice-president Institute of Life Insur- 
ance; Robert S. Albritton, Provident Mutual, Los Angeles, immediate 
past chairman of the Round Table and secretary-treasurer of the foun- 
dation; William D. Davidson, Equitable Society, Chicago, foundation 
president and a past chairman of MDRT; J. Renwick Montgomery, 
Phoenix Mutual, Philadelphia; standing, Davis W. Gregg, president of 
American College; Eugene M. Thore, vice-president and general coun- 
sel of Life Insurance Assn. of America; Adon N. Smith II, Northwest- 
ern Mutual, Charlotte, N. C., immediate past president of the founda- 
tion and a past chairman of MDRT, and Edward J. Mintz, New York 
Life, Salinas, Cal. Unable to attend the meeting were Howard D. Gold- 
man, Northwestern Mutual, Richmond, a past chairman of MDRT, and 
Philip F. Howerton, Connecticut Mutual, Charlotte, N. C. 








Mr. and Mrs. 
Hunter Jones, 
Wichita Falls, 
Tex., state na- 
tional commit- 
man, Mrs. O. P. 
Schnabel and Mr. 
Schnabel, who is 
manager for Jef- 
ferson Standard 
at San Antonio. 
Mr. Jones is with 
General Ameri- 
can Life. 





John Donohue, 
Penn Mutual, 
Baltimore, Nor- 
ma Wasson 
Bard, Phoenix 
Mutual, Los An- 
geles, Mrs. Har- 
ry Calvert, and 
Mr. Calvert, who 
is with Penn Mu- 
tual at Balti- 
more, 
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Mr. and Mrs. 
Heines Silin, 
Erie, Pa. Mr. 
Silin, who is 
with Lincoln Na- 
tional Life, is 
a candidate for 
director of 
GAMC; and EI- 
bridge Bragdon, 
Minnesota M u- 
tual Life, Harris- 
burg, Pa., at the 
reception Sun- 
day. 








William Gatling, Jefferson Stand- 
ard Life, Norfolk, Va., trustee of 
NALU who is a candidate for re- 
election; Mrs. William E. North, 
wife of the NALU president, and 
Oren D. Pritchard, 2nd vice-presi- 
dent Union Central Life. 


At the trustees 
and executive 
secretaries din- 
ner: Ruth Bar- 
ringer, Detroit 
association; Mrs. 
Robert L. Mc- 
Millon, whose 
husband is man- 
ager for Busi- 
ness Men’s As- 
surance at Abi- 
lene, Tex., and 
incoming presi- 
dent of NALU, 
and Nona Tit- 
low, Ohio asso- 








Hunter Ham. 
mill, Phoenix 
Mutual, Phila- 
delphia, national 
committee. 
man; David ¢, 
Bowman, Fidel- 
ity Mutual, Al- 
lentown, Pa, 
candidate for 
trustee, and El- 
bridge P. Brag- 
don, Minnesota 
Mutual, Harris- 
burg, his cam- 
paign manager. 





Melvin A. Yarlott, Boulder, 
Colo., regional superintendent of 
agencies Western States Life, and 
Otto Haakenstad, who is president 
of the company and of American 
Life Convention. 





ciation, Columbus, the newly elected chairman of the Executive Secre- 


taries Conference. 





New England Life Dinner 


Hosts for the New England Life 
reception and company dinner 
Thursday evening in the Silver 
Room of the Denver Hilton Hotel 
will be John Barker Jr., vice-presi- 
dent, agency, and Kenneth W. Mac- 
Whinney, director of agencies. 


Franklin Dinner Thursday 

A company dinner wili be given 
Thursday evening by Franklin Life 
at the Top of the Park. Two com- 
pany officers will serve as hosts for 
the affair. They will be F. J. Bud- 
inger, executive vice-president, and 
J. R. Maloy, vice-president. 
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WELCOME 


NATIONAL ASSOCIATION 
OF 


LIFE UNDERWRITERS 
to the 


MILE HIGH CITY 
Home of the SECURITY LIFE AND 


ACCIDENT COMPANY 
* 


SECURITY LIFE OF DENVER extends an invitation to all delegates of the 
National Association of Life Underwriters Convention 
to visit their offices in the heart of 


downtown Denver 


* 


Over $740,000,000 Insurance in Force 
Assets of over $53,000,000 


SECURITY OF DENVER 





LIFE & ACCIDENT CO. 


Stuart C. Ferris, C. L. U. Security Life Building 
Agency Vice-President 14th and Stout Streets 
Denver 2, Colorado 
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Organizes Office 
Work, Field Work 
And Time Control 


By HELEN L. RUPP 


After 15 years in the business I 
find I have made a lot of mistakes, 
and would have to confess that 
some of those mistakes have been 
made more than once. I have found 
that knowledge is valuable and will 
assist in making sales, but I have 
also found that valuable as it is, 
knowledge will not of itself make 
sales without good organization 
which includes adequate working 
tools. Therefore, my theme for to- 
day is organization—broken down 
into three segments: organization 
in office work, organization in 
field work, and organization in time 
control. 

Of these three I would believe 
and sincerely believe that time con- 


one of the 
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trol is the most important, so half 
of my three minutes will be spent 
in that area. 

The world is fraught with temp- 
tation: temptation not to work, 
temptation to do other things—to 
visit a friend, to go fishing, to go to 
a movie. Does it sound familiar? 
It has been said that opportunity 
knocks, but temptation kicks down 
the door. Organization is merely 
ridding yourself of temptation. 


Basis Is 5 x 7 Cards 


The basic element of my office 
organization is this simple 5 x 7 
card. I call it my person card be- 
cause it is used for both prospects 
and policy-owners. On it is record- 
ed all pertinent information: name, 
residence address and phone, busi- 
ness address, position held, busi- 
ness phone, family members, birth- 
date, age change and the birth-dates 
of the family, if known. All policies 
are listed, whether written by me 
or not. On the back of the card no- 
tations are made of the date and 


nd one of the 


usiest 





Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so—and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best’ one of the busiest, too! 


Catia Life 


ASSURANCE 


COMPANY, 


DES MOINES 6, IOWA 


Progressive and competitive, yes ... but not 


at the expense of financial security 


$180 Million 
$15 Million 
$650 Million 


ASSETS 
SURPLUS 


INSURANCE 
IN FORCE 





type of work done. All calls are re- 
corded, whether face or telephone, 
as well as any correspondence. The 
cards serve not only as a memory 
jogger but also as a birthday and 
age change file. The card goes with 
me on every call. 


Tells Of File 


How many of you have spent 
time shuffling a kick-up file? My 
kick-up file now consists of a single 
sheet of paper on which I record 
the names of people for whom I 
have done work and the date on 
which it was done. If, for example, 
I sent in a request for a change of 
beneficiary two weeks ago and it 
has not yet been returned, I know 
that a follow-up is necessary. 

Every company has some form 
of pocket record book. I feel the 
one we are using is particularly ef- 
ficient in helping me organize the 
things I have to do in the future. In 
reality, this is simply a portable 
desk calendar. It not only has a 
place to list definite appointments 
for a future day and time, but also 
has a place to list for each day, peo- 
ple to phone, people to see and 
things to do. It has a place to list 
new prospects secured, cash expen- 
ditures for the day and a summary. 
The summary includes activities 
including time spent in the office 
and time spent in the field. 


Most Important—But Simplest 


Now, for that most important 
phase—time control. In truth, while 
it is the most important it is also 
the simplest because it is actually 


2nd Day 


How she organizes her office 
work, field work and time contro] 
was explained by 
Helen Rupp, 
Mutual Trust 
Life, Minneapol- 
is, at the Women 
Leaders Round 
Table “Sellar- 
ama” Sunday at 
the annual con- 
vention of 
NALU in Den. 
ver. This is the 
substance of 
Miss Rupp’s talk. 





Helen L. Rupp 





nothing more than setting down 
in writing a definite schedule and 
making up your mind that the 
schedule will be followed. You have 
before you a copy of mine. 


Separates Time 

You will notice that certain time 
is allotted for work and certain 
time for no work. The only differ- 
ence in following a schedule of this 
type is—in following it. Do your 
office work when it is supposed to 
be done, and be in the field when 
you are supposed to be there. If 
you still have unfinished office 
work when you are supposed to be 
in the field, set it aside until your 
schedule calls for you to be in the 
office again. Note that clients com- 
ing into the office are regarded as 
field time, and you know, it’s easier 
than you think to get them in. In 
many cases it is only as difficult as 
asking. 








View of down- 
town Denver. In 
the center is 
the 22-story 884- 
s room Denver- 
Hilton hotel, 
headquarters for 
the NALU con- 
vention. Below 
and to the right 
of it is the gold- 
a domed state capi- 
Btol. Tallest 
buildings at right 
center are the 
Denver First 
* National and the 
Denver-U nited 
States National 
Bank Buildings. 
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VARIABLE ANNUITY LIFE INSURANCE COMPANY 
OF AMERICA 


Washington, D. C. 
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Equitable tells the nation about 
its new Planned Security Policy! 


175,856,000 advertising impressions tell how this great new 
policy gives a young father the 3 kinds of insurance he wants 
most of all, in one new policy. An Equitable exclusive, Planned 
Security is another reason why America depends on The Man 
from Equitable and Living Insurance. 
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Fort Tells Of Steps To Foster 
Sale Of Permanent Life Cover 


Following is an extended excerpt 
from the talk given by Rufus E. 
Fort Jr., vice-president of National 
Life & Accident, as a panelist on 
the agents forum during the NALU 
convention. 


By RUFUS E. FORT Jr. 


Many life insurance salesmen 
are concerned about the effect new 
coverages and policies will have on 
the program they have recom- 
mended in good conscience to their 
clients. They are concerned about 
competition from other types of 
investments that are attracting 
wide publicity. A return to the 
basic fundamentals of life insur- 
ance, stressing both savings and 
protection, is essential. If life in- 
surance is to fulfill the role for 
which it was invented originally, 
we must not permit it to become 
diluted for expedience, for growth 
for growth’s sake alone, or for 
other selfish motives. Only through 
the miracle of permanent life in- 
surance can the average man solve 
the economic problems that face 
him; and today the problems of 
life and living which brought on 
the invention of life insurance are 
greater and more pressing than 
ever. 

There are many, many advan- 
tages to permanent life insurance. 


— ; 


The advantage that is most often 
overlooked is that “because life 
insurance is designed to provide 
more income than other invest- 
ments when income is needed, it 
deliberately provides less cash in- 
come when income is not needed.” 

It is the firm conviction of many 
outstanding figures in the life in- 
surance industry that the concept 
of permanent life insurance must 
be fostered at every opportunity. 
Their conviction arises from the 
knowledge that permanent life in- 
surance is to the advantage of the 
agent, the company, the industry, 
and most important to the public 
itself. 

Tells What Company Does 

What have companies done to 
foster this most-desired concept? 
At this point I will refer to my 
company because I am more fami- 
liar with the steps that have been 
taken there, some of which are as 
follows: 

1. Based qualifications for recog- 
nition, leaders’ conferences, prizes, 
etc., on net annualized sales com- 
missions and increase, rather than 
our old volume basis, which per- 
mitted term insurance to weigh too 
heavily in the final result. 

2. Based important segments of 
agent, staff manager and manager 
compensation on net annualized 


Peoples Life Congratulates 


THE NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 


on the occasion of its 72nd 
annual meeting 


DAILY, SEPTEMBER 28, 1961 


Louis J. Gray- 
son, Travelers, 
Washington, D. 
C., NALU treas- 
urer; Mrs. Wil- 
liam E. North, 
and President 
North of NALU. 


2nd Day 









From the Calj- 
fornia associa. 
tion; Donald ¢, 
Burn Ss, San 
Francisco, exec. 
utive vice-presi- 
dent of the Cali. 
fornia  associa- 
tion; Mrs, 
Burns, and R, 
Edwin Wood, 
Phoenix Mutual, 
San Francis- 
co, trustee of 
NALU. 





sales commissions rather than vol- 
ume. 

3. Required that a basic perma- 
nent-type policy be a part of any 
package which includes term rid- 


ers, and limited the amount of 
riders on the basic policy. 
4. Nowhere in our publicity or 
recognition is face amount or vol- 
(CONTINUED ON PAGE 40) 


The National Association of Life Under- 


writers has been serving the best inter- 


THE OUTLOOK .. 


ests of the life insurance industry and 
the insuring public for nearly three- 
quarters of a century. We join with 
pride and confidence in wishing this 
dedicated organization continuing 
cess in achieving its aims and purposes. 


suc- 


. of Peoples Life Insurance 


Company may be summed up in the words “continued 


faith”... 


continued faith in providing 


protection and service to an ever-increas- 
ing number of Policyholders in all walks 





Y ty Hle LIFE INSURANCE COMPANY, 


WASHINGTON, D..C. 


of life . 
in the future of the American 
Agency System. 

From the 58th Annual Report. 


. continued faith 





Samuel W. Hauser 


Chairman of the Board 


William T. Leith 


President 
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Best Wishes 
from these 
leading DENVER 
General Agents 
and Managers. 
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H. PRESTON SMITH 
General Agent 
THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


818 17th Street KE 4.8178 
Denver, Colorado 


NELSON C. KRUM, C.L.U. 


Manager 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY . 
1008 Patterson Bldg. MA 3.6243 


Denver, Colorado 








M. LAKIN HUNTER & ASSOCIATES 
M. LAKIN HUNTER, C.L.U. 


General Agent 


(hn Hancock 


MUTUALJLIFE INSURANCE COMPANY 


655 Broadway Bldg. KE 4-7244 


Denver, Colorado 


JOHN S. STOBBELAAR 
General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


818 17th St., Suite 1111 AC 2-1777 
Denver, Colorado 


ROBERT H. PERKINS 
Branch Manager 
GREAT-WEST LIFE 
ASSURANCE COMPANY 


508 Railway Exchange Bldg. AL 5-0421 
Denver, Colorado 








JOHN R. HARTLEY, C.L.U. 


General Agent 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


1827 Grant St. TA 5-4258 


Denver, Colorado 


De WITT JONES, Jr. 
General Agent and Associates 
THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


105 Fillmore St., Room 210 DU 8-4031 
Denver, Colorado 


EARL E. CLARK 
General Agent 


PENN MUTUAL LIFE INSURANCE CO. 


1648 Gaylord St. DU 8.4091 
Denver, Colorado 








SECURITY LIFE & ACCIDENT 
INSURANCE COMPANY 


GENE D. IKENBERRY 


General Manager 


526 Security Life Bldg. 
Denver, Colorado 


KE 4.7647 


DONALD O. CRAMER 


Manager 
DONALD O. CRAMER AGENCY 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


250 Josephine St. FL 5-4431 
Denver, Colorado 


LEE VRANEK 


Branch Manager 
THE MANUFACTURERS LIFE 
INSURANCE COMPANY 
944 1st National Bank Bldg. KE 4.0841 


Denver, Colorado 








WELCOME TO DENVER 


from 
Louis L. Ingram 
Robert C. Miner 
United Services 
Life Insurance Company 


Denver Colorado 











THOMAS G. HERBERT 
Manager 
GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Suite 406 Security Bldg. Main 3-0145 
Denver, Colorado 








J. T. ALLEN, Jr., C.L.U. 


General Agent 
KANSAS CITY LIFE 
INSURANCE COMPANY 


1036 Gas & Electric Bldg. MA 3.2291 
Denver, Colorado 
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Agents A Profound Educational 
Force, CLU Recipients Are Told 


Following is 
the latter por- 
tion of the con- 
ferment address 
at the CLU con- 
ferment exer- 
cises Wednes- 
day evening dur- 
ing the NALU 
convention in 
Denver. The 
speaker was 
Chancellor 
Harry H. Ransom of University 
of Texas. 


By HARRY H. RANSOM 


ax 


Harry H. Ransom 


The best economy for our future 
must of course express itself in 
terms of dollar function and re- 
sources. But it must also express 





itself in terms of ambition, for 
which we do not total up a gross 
national product, and of powers of 
adaptation, which can be meas- 
ured in human history only after a 
nation’s main event. 

It is this capacity for the future 
that has made America’s life un- 
derwriters a tremendous educa- 
tional force. To be very specific on 
this point, the life insurance com- 
panies have dealt in a knowledge 
that is chiefly foreknowledge. That 
is the most adult education in a na- 
tion that has often taken education 
to be the preoccupation of early 
youth. Such adult education is not 
just picking up what was missed in 
school. It is bringing up to date 
what man has learned, increasing 
the telling power of what is so, and 
widening the influence of what 





Lafayette Life... 


instead, just look at the benefits you get: 


T, commissions ... lifetime renewals . . . full vesting of 
renewals ... no collection penalties (death, retirement, or termination) 
...and a generous pension plan. Lafayette keeps you happy with 
this sound, fair, easy-to-understand contract; with active, 
friendly support through modern sales tools, progressive 
merchandising methods, interim financing, and a liberal, 
realistic compensation plan. Get the benefits of a 
no-fine-print contract. Join Lafayette now. Write in 


confidence to W. J. “Bill” Mattingly, Director of agencies . . 


Lafayette 


LIFE INSURANCE COMPANY 


M. V. Goken, President 
LAFAYETTE, INDIANA 

















Inquiries invited from Indiana, Ohio, Illinois, Michigan, lowa, Nebraska, 
Missouri, Pennsylvania, Wisconsin, Kentucky, Virginia, Texas, Arizona, 
New Mexico, Tennessee, Colorado, Wyoming, New Jersey, Florida, West 
Virginia, Maryland, District of Columbia, Minnesota, Connecticut and 


adjacent states. 











stays true. 

Insurance men as educators, and 
educators as insurers of the future, 
together with all Americans who 
share their common perspectives 
now face a time for the confes- 
sion of old mistakes, a time for the 
confession of a new faith. 

Whatever else satellites as dis- 
coverers and missiles as destroyers 
may have inspired, encouraged, or 
hastened, they have certainly 
called for realistic and courageous 
stocktaking. 


Not A View Of Life 


In this stocktaking, we cannot 
add up a mere collection of verbal, 
visual, or scientific oddments and 
call the total our view of life. We 
must somehow get at a true con- 
spectus, as critical and as wide as 
possible. We must provide, as in- 
surance for sanity, an arena of 
ideas as acute and as freely ex- 
changed as possible. We must de- 
velop a process of identifying and 
conserving values, old and new. 

In this common effort, we will 
return inevitably to something we 
did not invent and which our sci- 
entists cannot improve. It is the 
questing spirit. All the mechanical 
eyes in the universe will not do 
our seeking for us. 


Quotes Giustiniani 


Our questing is blessed and it 
may be sped by such wonders as 
cooperative statistics and team re- 
search. But in the end, every man 
is on his own again. Giustiniani 
was one of the earliest to note the 
human miracle that may open an 
era. On a smaller, personal scale it 
must open every man’s experience 
every day. On the margins of a 
1516 psalter, Giustiniani caught 
the sense of both opportunity and 
obligation when he wrote: “Then 
it was Christopher named Colum- 
bus—a Genoese by birth, of low 
family—who in our times, by his 
energy explored in a few months 
a greater extent of land and of sea 
than almost all the rest of man- 











LIFE UNDERWRITERS SERVICE CORP. 
Security Building « 
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2nd Day 


kind had done in all past ages, , » 

Few of us are required io gird 
the earth or plumb the sea or ex. 
plore the moon. That kind of im. 
pulse requires, in the classic epj. 
gram of one of our greatest space 
men, “a special kind of nut.” 

It may be that we are beginning 
to learn the relation of inspired 
nuttiness and calculated wisdom. 
It may be that our real unity will 
sooner or later come from recog. 
nizing and tolerating the differ. 
ences that disturbed so many gen. 
erations. 

Men of your profession, who 
have taught us to use massed jp. 
formation to assist the lot of sip. 
gle individuals have shown us that 
we do not lack the technique, 
Many of those men have demon. 
strated that this generation has 
acquired the necessary wisdom, 

From the time of Columbus un- 
til the night of this conferment, 
the final question has always been 
the same: Do we have the cour. 
age? 


Mutual Of N.Y. Dinner Hosts 


Representing the home office of 
Mutual of New York at the con- 
vention and serving as hosts for 
the company dinner and reception 
Thursday evening in the Beverly 
Room of the Denver Hilton Hotel 
will be Roger Hull, president; 
James B. McAfee, 2nd _ vice-presi- 
dent; William H. MacKenzie, di- 
rector of field relations; Clayne 
Robison, regional vice-president, 
and James B. Marine, assistant di- 
rector of publicity. 


Continental Assurance Hosts 

A company reception and dinner 
will be givén Thursday evening by 
Continental Assurance in the Col- 
orado Room of the Denver Hilton 
Hotel. Hosts for the occasion will 
be Hugh S. Betts, assistant vice- 
president; Paul C. Green, assistant 
vice-president, and Kenneth P. 
Quinn, assistant superintendent of 
agencies. 


LOOK FOR 
THIS SYMBOL 


Get your complimentary _~ 
convention envelope. Sit down 
for awhile—relax! If you’re 
curious about our service 
...we’ll elaborate at the 
drop of an envelope. 


Denver 2, Colorado + CH 4-6164 
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Threat Of Blindness 
Brought New Vision 
To Agent Nell Burns 


While reluctant to discuss her 

personal problems, Nell F. Burns, 
agent of New , 
England Life in 
Birmingham, fi- 
nally acceded to 
the request of the 
chairman of the 
Women Leaders 
Round Table 
“Sellarama” 
Sunday during 
the NALU con- 
vention to tell 
how an attack of 
glaucoma had caused her to change 
her selling methods for the better. 
Following is an abridged version 
of her talk. 


H 
3 & 


Nell F. Burns 


BY NELL F. BURNS 


I knew already that this is a won- 
derful business, but I didn’t really 
know how wonderful until, early in 
1960, I had a very acute attack of 
glaucoma in both eyes. I had just 
finished a good year, something 
over $900,000 in high-premium busi- 
ness. I had several nice cases cook- 
ing and sort of felt that the world 
was my oyster. Then bingo! One 
day, with no warning, my little 
world seemed to fall apart, and my 
one and only thought became sav- 
ing my eyesight—with the odds 
against me. 

After the first shock was over, 
and I got around to facing the real- 
ity that there would be no “busi- 
ness as usual” for me for months 
if I was lucky, and if I weren’t, nev- 
er, my greatest comfort was the 
fact that 20 years in this wonderful 
business had made me financially 
independent, even if I never made 
another sale. Renewal income, with 
first-year commissions from some 
amount of automatic feed-in from 
my pension business, together with 
rental income from properties ac- 
cumulated over the years, bought 
with money made selling life in- 
surance, added to my own retire- 
ment program (self-completing in 
case of disability) and my com- 
pany's major medical and retire- 
ment programs, completely elimi- 
nated financial problems from my 
worries, either present or pred- 
dictable future. 

Then I began to learn how won- 
derful are people, people whom I 
had worked for and with. Although 
I gave up all thought of new busi- 
ness, some amount of service work 
was imperative, in fairness to my 
company and my clients. The office 
force and my fellow agents offered 
their services in the office and in 
the field. My policyholders and 
executives of companies in which 
I have pension plans called to say, 
Don t come to us, we will come to 
you.” And they did, one from 300 
miles away. I learned to make 
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greater use of the phone than I had 
ever done before, and that will be 
of great value to me from here on. 
out. 

With the wonderful cooperation 
of my out-of-town clients, I learned 
that I had been making many trips 
which were not necessary—that 
often as much can be accomplished 
by a five or 10 minute call as a 150 
mile drive. Once we got accus- 
tomed to using the phone, [ am sure 
that they like it better, for it saves 
their time too, and since it began 
as a matter of necessity, they didn’t 
feel that I was taking their business 
for granted and deliberately neg- 
lecting them. Although now I am 
free to travel as I please, the les- 
sons I learned last year will enable 
me to give better service, with less 
expenditure of their time and mine. 

I realize that it is often hard for 
people who are getting started in 
our business to look beyond their 
present problems and see the ad- 
vantages to be found in the years 
ahead. That was vividly illustrated 

(CONTINUED ON PAGE 47) 
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11 Trustees Elected 


By American College 
At NALU Meeting 


American College has elected 11 
trustees—four life members, three 
term members and four ex officio 
members. The election by the board 
took place here in Denver on Tues- 
day. 

The four life trustees are Robert 
Dechert, counsel of the college and 
a member of the Philadelphia law 
firm of Barnes, Dechert, Price, My- 
ers & Rhoads; Joseph H. Reest Sr., 
secretary of the college and head 
of Reese Consulting Services of 
Jenkintown, Pa.; Earl R. Trang- 
mar, consultant of Metropolitan 
Life, and Charles J. Zimmerman, 
vice-chairman of American College 
and president of Connecticut Mu- 
tual Life. 

Elected new term trustees were 
William H. Andrews Jr., Jefferson 





For the second year in succession Prudential’s much acclaimed TV 
series, “THE TWENTIETH CENTURY,” has won the coveted 


Emmy Award. Also, a special U. S. 


Department of Defense Certifi- 


cate of Commendation for outstanding service in presenting Armed 
Forces activities has been added to the program's many achieve- 


ments, awards and prizes. Week after week the program brings 
millions of people the exciting events, problems and personalities 


Tile PR 


ll 


Standard Life, Greensboro, N. C., 
John A. Hill, senior vice-president 
of Aetna Life, and Ben S. McGiv- 
eran, member of Seefurth & Mc- 
Giveran Consulting Service of Chi- 
cago. 

The four ex officio trustees 
named at the meeting were Howard 
E. Nevonen, Washington National, 
Los Angeles, and president of Life 
Underwriting Council; James P. 
Poole, Guardian Life, Atlanta, and 
vice-chairman-elect of American 
Society of CLU; H. Lewis Rietz, 
vice-president Great Southern 
Life and president of Health In- 
surance Assn. of America, and 
Kenneth B. Skinner, vice-president 
and agency director of Southland 
Life and president of LIAMA. 


Guarantee Mutual Life will give 
a dinner for company people 
Thursday evening in the Holiday 
Room of the Cosmopolitan Hotel. 
Hosts from the home office will 
be J. D. Anderson, president, and 
F, E. Reynolds, agency vice-presi- 
dent. 


N.A.T.A.S. © 1949 
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INSURANCE COMPANY OF AMERICA 


of our time. “THE TWENTIETH CENTURY” is one of the ways 
we build public acceptance for our products and for the services 


of Prudential representatives. 


LIFEINSURANCE*ANNUITIES:GROUPINSURANCE 
SICKNESS & ACCIDENT PROTECTION* GROUP PENSIONS 
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NALU Council Asks 
Curb On ‘Million’ 
In Company Clubs 


The NALU National Council at 
the convention in Denver adopted 
the following resolution on the 
use of “million” or “million dol- 
lars” in company club names and 
in other ways: 

“Whereas over the years the 
Million Dollar Round Table of the 
National Assn. of Life Underwrit- 
ers has made a unique contribu- 
tion to the industry and has grown 
to a position of considerable pres- 
tige, recognized throughout the 
life insurance industry and among 
the general public as a reflection 
of the general appreciation of the 
character, confidence and substan- 
tial accomplishment of its member- 
ship, and thereby the name of 
MDRT has become increasingly 
significant. 


Seek Cooperation 


“And whereas, at its annual 
meeting in June 1961, the mem- 
bership of MDRT approved a pub- 
lic relations project in which the 
cooperation of the life insurance 
companies is sought in clearing 
up the confusion that has been 
brought about in the eyes of the 
public as the result of indiscrimi- 
nate advertising of so-called mil- 
lion dollars producers and the use 
of names of company clubs so 
closely akin to the MDRT that 
people tend to get the idea that all 
such club members may also be 
members of the MDRT when in 
fact they are not, 

“And whereas, the efforts in this 
direction have been accorded most 
favorable and gracious reception 
on the part of all of those com- 
panies contacted, a number of 
them having already agreed to 
change the names of their produc- 
tion clubs. 

“And whereas in our opinion 
this means that in addition to re- 
ceiving well deserved recognition 
from the attainment of members in 
regular company clubs NALU 
members can look forward to ad- 
ditional singular recognition by 
the industry and public when they 
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At the Sunday reception given by the host association: seated, Nor- 
ma J. Austin, independent, Detroit, MDRT member; Eve Byron 
Wyatt, New York Life, San Francisco, MDRT member, and Mae D. 
Keene, independent, Detroit; standing, Elsie Doyle, Union Central, Ft. 
Lauderdale, former NALU trustee; Eulah M. Pearce, Business Men’s 
Assurance, Albuquerque, and Mrs. John D. Moynahan, whose husband 
is manager for Metropolitan Life at Berwyn, IIl., and a past president 


of NALU. 





Kathryn Gar- 
rabrant, Chicago 
association, retir- 
ing chairman of 
the Executive 
Secretaries Con- 
ference, with Mr. 
and Mrs. Joseph 
Davis. Mr. Davis 
is an agent of 
Home Life of 
New York at 
Detroit and a 
trustee of 


NALU. 





qualify for MDRT, instead of the 
somewhat confused image which 
now prevails in many areas. 

“Now therefore be it resolved 
that the NALU in regular con- 


vention assembled . . . does en- 
dorse and support this program 
and expresses its desire to coop- 
erate in every way possible with 
MDRT and the companies to- 
wards the successful conclusion 
of this project, believing it to be 
in the best interests of the indus- 
try and the public.” 


Three United Benefit Men 


The United Benefit Life con- 
tingent at the convention includes 
Ralph O. Paschke, western region- 
al director, D. E. Laughlin, direc- 
tor of training, and Conrad S. 
Young, assistant vice-president. 


Two From Provident L.&A. 


Here from Provident Life & Ac- 
cident are J. M. Johnston Jr., re- 
gional agency director, and E. H. 
Kalsched, regional agency director. 


2nd Day 
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Replacements Engage 
Session Of Quality 
Business Committee 


By S. SAMUEL SCOVILLE 
Editor DLB Agent’s Service 


The replacement problem pretty 
thoroughly permeated the discus. 
sion at the meeting of the quality 
business committee, headed py 
Trustee William H. Gatling, Jef. 
ferson Standard, Norfolk, Va. 
President William E. North com- 
mended the committee for its work 
on the national quality award as an 
influence in combating the replace. 
ment evil. 

Sam P. Gaglio, editor of Life As. 
sociation News, said he plans to 
run an article or two every other 
month on the financial advantages 
to the agent of writing quality 
business. : 

Alyse Laemmle, Massachusetts 
Mutual, Los Angeles said that the 
night before two general agents at 
the convention had called her a 
“damn fool” for what they termed 
her idealistic attitude against re- 
placements. She said she wondered 
if this represented a_ significant 
undercurrent in the business that 
should be a source of concern. Her 
statement won prolonged applause. 

Burkett Huey, managing direc- 
tor of LIAMA, said the concept 
of the national quality award is 

(CONTINUED ON PAGE 41) 








C. C. Robinson, communications 
consultant of Hartford, and Thom- 
as B. McGlinn, Mutual Benefit 
Life, Miami, national committee- 
man and past president of the Flor- 
ida association, at the American 
Society reception. 





GREETINGS to the N.A.L.U. CONVENTION 
from WASHINGTON, D.C. 


THESE WASHINGTON GENERAL AGENTS 
and MANAGERS SEND BEST WISHES to the 
MEMBERS of THE NATIONAL ASSOCIATION 





GEORGE P. SAMPSON 
MANHATTAN LIFE INSURANCE 
Specializing In Surplus Business 


Sub-Standard Up To 1000% Mortality 
Sampson Bldg. 


General Agent 


COMPANY 


2008 Hillyer Place, N.W. 
DE 2-6604 
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General Agent 


LIFE INSURANCE 


1413 “K” St, N.W. 





THOMAS F. BARRETT, JR. 
CONNECTICUT MUTUAL 


NA 8-3926 


51 Louisiana Ave., N.W. 








JOSEPH A. 


Manager 
ACACIA MUTUAL LIFE 
INSURANCE COMPANY 


Where You Get Tomorrow’s Protection Today 


BARBEAU 


NA 8-4506 








THE HATZES AGENCY 


R. Louis Hatzes, C.L.U., General Agent 
FIDELITY MUTUAL LIFE INS. CO. 


1630 Connecticut Ave., N.W. 


HO 2.6800 
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Question Dues Increase 


(CONTINUED FROM PAGE 1) 

picture before you ask us to vote a 

Mr. Grayson said it could be 
done—in about 15 minutes. This 
answer drew appreciative laughter 
from the council, although when it 
died down Past President David 
B. Fluegelman, who is general 
agent for Connecticut Mutual in 
New York, wondered why it had 
been necessary to request the dis- 
tribution of the reports. 

Much of the Tuesday discussion 
was on how much should be writ- 
ten off each year for depreciation 
of the building and its contents. 
The proposed budget calls for 57% 
a year for the building. This was 
on the recommendation — of 
NALU’s auditors. Mr. Grayson 
said there is no subject on which 
there are more schools of thought 
than that of depreciation—a fact 
that is recognized by the federal 
government. 


DAYTIME ACTIVITY 
WITH RESULTS 


with this new powerful full-color 
Audio-Visual filmstrip .. . 
motivating 


BUSINESS LIFE 
INSURANCE 
FOR THE 
SOLE PROPRIETOR 


“THE 


INDISPENSABLE 
MAN’ 





It drives home the TRUTH without 
offending. 


FREE PREVIEW 


See and hear ‘‘The Indispensable 
Man” at no cost. Specify on your 
letterhead the size record for 
your projector. We'll send you 
a copy at once. 


AUDIO VISUAL RESEARCH CO. 


1147 South Beverly Drive 
Los Angeles 35, California 
CRestview 4-2241 





From the same set of facts, dif- 
ferent CPA firms can come up 
with vastly differing sets of depre- 
ciation figures, said Mr. Grayson. 
He conceded that some might cri- 
ticize 5% a year as too high, con- 
tending that 1 or 2% or maybe 
nothing at all would be all right. 
He explained that the purpose of 
depreciating the building is to 
build up a cushion so that eventu- 
ally when the building has to be 
replaced or sold NALU will have 
the money for a new one. 

Similar considerations apply to 
furnishings and mechanical equip- 
ment. Accounting equipment is 
depreciated at 10% a year and fur- 
nishings at 20%. 

“T agree with the auditors,” he 
said, “but that doesn’t alter the 
fact that there are many possible 
rates of depreciation.” 

Mr. Grayson said that “some of 
you were told” in connection with 
the building fund that owning a 
building would save NALU mon- 
ey in annual outlay as compared 
with renting, but that was on the 
premise that the building would be 
owned free and clear. On the $222,- 
000 mortgage there is $18,600 in- 
terest and amortization, and two 
thirds of this amount is amortiza- 
tion. 


Heavy Expense Told 


A heavy recent expense, said 
Mr. Grayson, was the need of re- 
placing obsolete record-keeping 
equipment, which in the last year 
broke down several times and has 
been extremely costly to keep in 
working order. Besides that, it is 
inadequate for the increasing 
membership and it is impossible to 
get from it information wanted by 
NALU. For a time there is added 
expense due to having to have ex- 
tra staff to operate both the old 
and the new systems until the 
changeover is completed. 

It was evident that there was 
not only a desire on the part of 
the council to provide needed serv- 
ices and expand the functions of 
the headquarters but a feeling of 
wanting to go along with the dues 
increase because it was recom- 
mended by such respected leaders 
as Mr. Grayson and Executive 
Vice-president Lester Schriver, 
who that morning included in his 
report a strong recommendation 
for a dues increase as the only sec- 
ond alternative to continued de- 
ficit financing or drastic curtail- 
ment of services. 

Roy Simon, Penn Mutual, Chi- 
cago, said he’d like to see the 
council go on record that it should 
be NALU policy to furnish each 
council member with a profit and 
loss statement and a balance sheet 
statement for the preceding year, 
this to be done at the beginning 
of each meeting. Mr. Cleeton sug- 
gested that these reports be in- 
cluded with the draft committee 
reports that are sent out. However, 
Mr. Grayson pointed out that since 
the fiscal year doesn’t end until 
June 30 it would be difficult to 


Ralph H. 
Kastner, general 
counsel of Amer- 
ican Life Con- 
vention, Ray- 
mond C. John- 
son, New York 
Life vice - presi- 
dent in charge of 
marketing, and 
Otto Haaken- 
stad, president of 
Western States 
Life and Ameri- 
can Life Conven- 
tion, at the re- 
ception Sunday 
given by the 
Denver association. 
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get out the figures in time to go 
with the committee reports. 
President William E. North as- 
sured Mr. Simon that the financial 
data would be sent out, as he had 
suggested. 
A change in the dues system 


that is being spearheaded by the 
New York State association 
would eliminate the present sys- 
tem of letting members prorate 
their dues from the time they join 
until the start of the new fiscal 
year. 





Brown Palace Hotel ~° 
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RGC’s President, 
John H. Weber, 
has been a member |; 
of the NATIONAL 
ASSN. of LIFE 
UNDERWRITERS 
over 15 years. 





Name 


“LARGEST SPECIALIZED FINANCING SERVICE FOR LIFE UNDERWRITERS” 


RENEWAL GUARANTY CORPORATION N 
2323 First National Bank Bidg., Denver 2, Colo. 
Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am 
NOT obligated in any way. 


(0 AGENT 


We look forward to meeting you in the 


| a Hospitality Suite 


September 24-29 * 


John H. Weber 


N Ow RENEWAL GUARANTY CORPORATION 


ANNOUNCES 4 new exc.usive BENEFITS ON 
RENEWAL COMMISSION 


LOANS 


1. Long term repayment plan 

Interest on unpaid balance only 

No service fee or commission charge 
Loans are non-demand and 
non-callable 


A General Agent or agent can easily convert his Vested renewal commissions to cash 
now. Loans from $2,000 to $100,000. We are presently doing business with over 80 
U. S. Life Insurance Companies in 45 states and two foreign countries. During the 
past 9 years, this corporation has loaned over ten million dollars to the Life 
Insurance Fraternity. We assist life underwriters to become even more successful. 


For complete, confidential information on 
this exclusive service, please call or write 


Renewal Guaranty Corporation 


2323 First National Bank Building © Phone TAbor 5-2254 


Denver 2, Colorado 
















([ GENERAL AGENT 

















Company. 
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City 
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Remainder Of Schriver 


Tributes At 


Following are excerpts from 
tributes by speakers at the Lester 
Schriver dinner at the NALU con- 
vention that were not covered in 
the first convention daily. 

Merritt Schriver, director of 
promotion of Life Underwriter 


Big Dinner 


Training Council and son of the 
guest of honor, recalled this amus- 
ing incident about his father: 

“Many years ago we had a Chan- 
dler touring car—a real status sym- 
bol in its time—and so on this par- 
ticular day we drove out in the 





Connecticut countryside to look 
over the rock farms and buy some 
flowers. When we stopped at a 
roadside florist’s, he parked that 
shiny new Chandler smack on the 
interurban train tracks. I’m sure 
you can guess what happened next. 
An interurban whipped through a 
couple of minutes later and ground 
that Chandler into watch parts... 
and left my father with one door 
handle in his hand. I don’t remem- 
ber how we got home. I guess we 








more than an advertising slogan... 


“AT 






For nearly four years the 
phrase, “At Kansas City 
Life, The Agent is Key Man” 


has appeared in the advertise- 









ments of this Company. But, this is 
more than an advertising slogan, it is 

the Company philosophy at Kansas City 
Life. 


In December of 1957, W. E. Bixby, President 
of Kansas City Life, announced to our Agency 
Force that our Company’s goal was in placing an 
increasing amount of permanent cash value insurance, 
which would best serve our policyholders and at the same 


time adequately compensate our agents. 


We are pleased that this philosophy has resulted in a greater 
proportion of permanent insurance for the benefit of policy- 
owners and their families and in increased commissions per 


sale. 


We remain firm in the belief that the policyowner is best 
served by a well-compensated, active, successful agent. So, at 


Kansas City Life the Agent continues to be the Key Man. 


INSURANCE 


KANSAS CUNY ILUIFIR COMPANY 


Home Office / Broadway at Armour / Kansas City, Missouri 
Represented in 41 States and the District of Columbia 





took the ‘interurban. And now let 
me quickly close on a slightly se. 
rious note: Lester Schriver has 
succeeded at many things through 
the years, including one thing that 
might be a goal of all fathers 
everywhere: He succeeded in be. 
coming his son’s friend as well as 
his father. 


Stanley L. Collins of Metropoli- 
tan Life, a past president of NALU, 
recalled when he was one of a 
group responsible for finding a 
new managing director. 

“We were not without candj- 
dates for the job,” he said. “But 
some were controversial candj- 
dates and on others we could not 
fully agree. Then someone pro- 
posed the name of Lester Schriver, 
The result was dynamic. His name 
received immediate and unani- 
mous approval, and I think it is to 
his undying glory that no one had 
to sell his merits to any one of 
us. We knew his ability, we knew 
his wide acquaintance, we knew 
he was and is a recognized leader, 
we knew his wide acquaintance, we 
knew he was and is a recognized 
leader, we knew he was a precise 
answer to our needs. The only 
question was, would he accept? I 
believe it is fairly well known that 
he did.” 


Bernard H. Zais, Connecticut 
Mutual, Burlington, Vt., gave his 
tribute as a poem that discussed 
and quoted from Mr. Schriver’s 
book, “As One Man Thinks.” Here 
are the final three stanzas: 

“Well there it is, friends, it’s 
now up to you, 

“If you'll savor this treasure, 
you'll see why I drew 

“These words from this book, 
‘cause they give a hint 

“Of the life of the man who put 
them in print. 

“You'll see in between every line 
that you read 

“The face of our author who 
lives the same creed 

“Of life—as he wrote it—full of 
mercy and grace. 





“That’s why in our hearts this 
man has his place. 

“That’s why we do honor to him 
here tonight 


“’Cause he has the courage to 
(CONTINUED ON PAGE 44) 








Robert L. Woods, Massachusetts 
Mutual, Los Angeles, past presi 
dent of American Society of CLU, 
and Paul Norton, vice-president of 
New York Life, at the American 
Society reception. 
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Varying Viewpoints Are 
Evoked At Agents Forum 


Marketing viewpoints of agency 
executives of four life companies 





Joseph B. Davis 


Burkett W. Huey 


operating on distinguishably dif- 
ferent bases were brought out and 
discussed at the agents forum 
Tuesday evening at the NALU 
convention. Presiding officer was 
Joseph B. Davis, Home Life of 
New York, Detroit, chairman of 
the agents activities committee. 
Moderator was Burkett W. Huey, 
managing diector of LIAMA. 
Panelists were Rufus E. Fort Jr., 
vice-president National Life & Ac- 
cident, Dean W. Jeffers, vice-presi- 
dent Nationwide, Sayre MacLeod, 


vice-president Prudential, and 
Robert E. Templin, director of 
agencies Northwestern Mutual. 


Their talks, and the informal dis- 
cussion that followed, are reported 
in this and the first NALU con- 
vention daily. 

Said Mr. Davis in his opening 
remarks: 

“From the comments received by 
our committee on agents activities, 
we find there is much confusion 
and concern over some of the 
changes and problems of our indus- 
try, so it seemed to your committee 
that it might be best to take a good 
and hard look at the general rather 
than the specific so that we may 
gain an insight objectively as to 
where we are going. 


Lists Points Of Concern 


“As many of you know, in the 
area of the specific, our field forces 
are concerned with (1) one stop 
merchandising or all-lines selling; 
(2) direct mail selling; (3) asso- 
ciation group; (4) direct writing 
of group; (5) whether the image 
of the field underwriter is chang- 
ing in the eyes of some of our 
home office officials, and (6) mer- 
chandising keyed to the rebirth of 
the fallacious ‘buy term and invest 
the difference’ philosophy and the 
resulting stripping, twisting and 
replacing of good and owned life 
insurance for a ‘rent your insur- 
ance’ type of philosophy. 

“With so many divergent prob- 
lems, we feel the subject, ‘What’s 
happening in the market place’ 
can best cover the waterfront.” 

Mr. Huey, in his introductory 
comment, made some predictions 
about the future growth of life in- 
surance. 


“There are many ways to inter- 
pret figures and make predictions,” 


<a 


| XUM, 


he said. “Here is one way which 
we believe at LIAMA is the most 
conservative. It is based on com- 
paring individual life insurance 
sales with our gross national prod- 
uct and with the disposable per- 
sonal income remaining from our 
gross national product. 


Makes Growth Comparisons 


“When we look at total life in- 
surance sales as a percentage of 
disposable personal income and 
take the correlations between these 
factors for the past 10 years, here 
is the projection—and I repeat it is 
conservative—we get for the next 
10 years: GNP, 1960 $504 billion, 
1970 753 billion, increase 49%; 
DPI, 1960 $352 billion, 1970 $495 


billion, increase 41%; individual 


sales of life insurance, 1960 $50 
billion for 16.8% of DPI, 1970 
19.2% of DPI. But it is not my 
role either to draw conclusions or 
to imply them—just to prepare the 
climate for this distinguished pan- 
el.” 

In concluding the agents forum 
program, Mr. Huey said in part: 
You have listened to these leaders 
of our industry—and as they have 
looked to the future, they are op- 
timistic. 

Before we would end this ses- 
sion, however, it would seem ap- 
propriate that we take a minute to 
listen to the public—our customers 
—on what they think of us and our 
product. The LUTC/LIAMA con- 
sumer study, “Life Insurance in 
Focus,” has some fresh informa- 
tion on public attitudes. 

For example, when our custom- 
ers were asked how they _be- 
lieved their life insurance pur- 
chases should be adjusted in a pe- 
riod of rising prices—i.e., inflation 
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—44% said their holdings should 
be increased to offset the declining 
value of the dollar. 

Another 40% said their pur- 
chases would be unaffected. 

The reasons given by the 12% 
who would reduce their purchases 
of life insurance in an inflationary 
period varied markedly by income 
level. 

Most Unworried By Inflation 

Below $8,000, the household 
heads said that inflation would re- 
duce the amount they could spend 
on anything, life insurance includ- 
ed. From $8,000 on up, we find 
the only group of customers—a 
small segment—who do believe 
that life insurance suffers in com- 
parison with other investments. 

Clearly then, our customers in 
the overwhelming majority do not 
consider inflation as a barrier to 
owning life insurance. 

What about mutual funds? Only 


6% of the mutual fund owners said 
(CONTINUED ON PAGE 42) 
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.eZIN TIME FOR THE................NALU CONVENTION.........00++eeeAND WE DID! 





*Latest effort in our continuing program of providing 
field men with the best in home office service. 


PACIFIC NATIONAL LIFE 
ASSURANCE COMPANY 


Home Office: 215 Market Street, San Francisco 


ACCIDENT AND SICKNESS ° 
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Nationwide’s Use Of All-Lines 


Selling Told By 


Following is the latter part of 
the talk that Dean W. Jeffers, Na- 
tionwide’s sales vice-president, 
gave as a panelist on the Agents 
Forum during the NALU annual 
convention. 


By DEAN W. JEFFERS 


Let's look at how our marketing 
approach works by examining the 
business that we’ve done with one 
family account over the years. The 
policyholder was a young man, 
age 24 and single, when our agent 
first insured his car. He was earn- 
ing $3,400 a year then. He now is 
40 and has a salary of $16,800. 
There are two children in the fam- 
ily. In fact, this case involves the 
kind of typically successful Ameri- 
can family that we like to tell the 
communists about. Here are some 
interesting facts about our busi- 
ness relationship : 

1. Our agent sold him some serv- 
ice every year. 

2. We now insure his two cars, 
his boat, his home, his health, his 
life and that of his wife and two 
children. He also has a modest in- 
vestment program going with our 
mutual funds. 

3. The new and renewal com- 
missions to the agent over the 
years have totaled $1,382.60. The 
companies’ premium earnings from 
this account last year amounted to 
$1,910. 

Although it didn’t work out this 


Dean Jeffers 


way on this case—it might have. 
The same agent could have sold 
him a home that we built from 
materials which we manufactured, 
located in a _ village that we 
planned and developed, financed it 
through our bank or finance com- 
pany, and asked him to watch the 
Cleveland Browns football club, in 
which we had an interesting and 
lucrative investment, over our own 
TV station or listen to it over any 
one of our 5 radio stations. 

This marketing approach re- 
quires much broader training for 
agents. There are times when even 
this isn’t enough and he must turn 
to staff specialists for help. It tends 
to reduce the number of clients re- 
quired for his personal income 
plans. It multiplies his opportuni- 
ties for sales and commissions 
every time he is eyeball to eyeball 
with a reasonably good prospect. 

I would like to be able to say 
that we started this marketing ap- 
proach 25 years ago because we 
were keen enough to predict the 
demands of the marketplace in 
which we operate today. In retro- 
spect, however, I believe that Na- 
tionwide’s institutional philoso- 
phy of service and our origin with- 
in a relatively small _ restricted 
market made this pattern a natural 
development. After starting an 
automobile insurance company in 
1926 the same mutual policy-own- 
ers asked for a fire company in 
1934. The life company just “came 


G. Thomas 
McElwrath, vice- 
president of New 
York Life, San 
Francisco; Lau- 
ra Benham, Pru- 
dential, Niagara 
Falls, N. Y., and 
Dudley Dowell, 
executive vice- 
president New 
York Life. 
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naturally” in 1936. At this point, 
I would like to observe that the 
agents were strictly fire and cas- 
ualty salesmen with no training or 
experience in the life insurance 
field. Yet in the next 22 years, 
they put more than $1.25 billion 
of life insurance in force, a record 
that I believe only about four 
other companies have equalled. We 
passed our $2 billion mark this 
month. 


Surface Not Scratched 


Although we have established a 
fine record for consumer services, 
we haven't even scratched the sur- 
face of the total market that is 
represented by our policy-owner 
group. Much of our insurance has 
been written as individual policies 
on different people. After nearly 
two years of research, we are 
launching a new marketing pro- 
gram designed to improve that 
situation. 

This family security approach is 
a good deal for the consumer if 


done well and with his interest at 
heart. It meets the demands of the 
“buyer’s” market in that it encour- 
ages quality; convenience of pur- 
chase, payment, and service is a 
part of the system; and savings 
from operating efficiencies can be 
passed on to him and will be in 
the price conscious marketplace of 
today. 

Now I am not saying that the 
consumers know all this and are 
trampling all-lines agents in their 
rush to buy. They have to be both 
told and sold. Real salesmen 
wouldn’t want it any other way, 
but it certainly makes it easier 
when you are up with the times 
and have so many other businesses 
helping you educate your custom- 
ers. 

And just in case there are a few 
other company men present, I sug- 
gest you investigate the constant 
financial growth and success of 
companies that are a part of this 
significant activity in today’s mar- 
ketplace. 
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CONGRATULATIONS TO G.A.M.C. ON ITS 10th ANNIVERSARY! 














HERBERT J. BUDNICK, C.L.U. 


General Agent 
Aetna Life Insurance Company 


355 Lexington Avenue 
New York 17, N. Y. 
MUrray Hill 2-2128 


11 West 42nd Street 


LILLIAN F. DOUGLASS 
General Agent 
CITIZENS LIFE INSURANCE CO. 
of NEW YORK 


BR 9-3214 


M. P. 


New York 36, N.Y. 


NATIONAL LIFE INSURANCE CO. 
MONTPELIER, VERMONT 
247 Park Avenue 


ARDEN ASSOCIATES, INC. 
General Agent 


New York 17, New York 
YUkon 6-0077 








136 William Street 
BE 3-8114 





SAMUEL D. ROSAN AGENCY, INC. 


CONTINENTAL ASSURANCE CO. 
Jack Cohen, CLU Harold Cole 

Howard J. Rosan, CLU Samuel D. Rosan 

New York 38, N.Y. 


342 Madison Avenue 








HAROLD A. LOEWENHEIM, C.L.U. 
Manager 


HOME LIFE INSURANCE CO. 


Peter Gutman, Asst. Mgr. 


YUkon 6-0660 








THE RANSOM-CLARK AGENCY 
The Connecticut Mutual Life Insurance Co. 
Warren E. Clark, General Agent 
Complete Brokerage Service 
102 Maiden Lane 


New York 5, N.Y. 
Whitehall 4-0300 
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LEGEND OF GROWTH 
FROM COAST TO COAST 


ASSETS ... $1,059,177,853 »« INSURANCE IN FORCE... $5,241,276,317 


THE WESTERN and SOUTHERN LIFE INSURANCE COMPANY 


Home Office, Cincinnati, Ohio « A Mutual Company « William C. Safford, President 


REGIONAL OFFICES: 
Philadelphia, Pa. e Jacksonville, Fla. ¢ Asheville, N.C. ¢ St. Louis, Mo. ¢ Houston, Texas ¢ Los Angeles, Calif. 
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SECHTMAN & McWILLIAMS 
General Agents 
AETNA LIFE INSURANCE COMPANY 
200 East 42nd Street |New York 17, N.Y. 
MUrray Hill 2-0200 














THE GROGAN AGENCY 
of 
THE GUARDIAN LIFE INSURANCE COMPANY 
500 Fifth Avenue LOngacre 4-8755 
for more out of LIFE... and A&H too... 















THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 


225 Broadway, New York 7, N.Y. BArclay 7-4500 
CHARLES N. BARTON, C.L.U., Pres. 
Maurice Ziff, Exec. Vice Pres. 
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EDMOND J. NOURI, C.L.U. 
General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


200 East 42nd St. New York 17, N.Y. 
MUrray Hill 7-5560 


Carl L. Russell, Jr. 
Brokerage Mgr. 


G. C. York 
Pension Dept. 








HARRY KRUEGER, C.L.U. 
General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
386 Park Avenue, South New York City 
New Ideas—Old Ideals 
MUrray Hill 3-8800 








HAROLD G. PRATT 


General Agent 


MP 
Mancock 
WUTUALS LIFE INSURANCE COMPAND 


225 BROADWAY 
NEW YORK, N. Y. 


BArclay 7-1070 








WILLIAM A. ARNOLD, Il 


General Agent 


wore Juve INSURANCE COMPANY 


Complete Brokerage Service 
161 William St. - New York 38, N.Y. - WO 4.2366 


Telephone ClIrcle 5-2300 


DAVID MARKS, IR., C.L.U. 


General Agent 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
666 Fifth Avenue NEW YORK 19 


THE SCHMIDT AGENCY 
2 Roger W. Schmidt, C.L.U. 
Arthur W. Schmidt, C.L.U. 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
575 Lexington Ave. New York 22, N.Y. 
MUrray Hill 8-2600 








DAVID A. CARR AGENCY 
INC. 


CONTINENTAL ASSURANCE 
COMPANY 


50 E. 42nd St. 


New York 17, N. Y. OXford 7-3424 


AUSTIN & SCHULMAN, General Agents 


Gilbert V. Austin, C.L.U. 
Joseph Schulman 
AETNA LIFE INSURANCE COMPANY 
BROOKLYN 1, N.Y. 
TRiangle 5-7560 


16 Court Street 


DAVID B. FLUEGELMAN, C.L.U. 


General Agent 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


342 Madison Ave., N. Y. 17, N. Y. MU 7-5035 
All Facilities for Brokers and Surplus Writers 











CHARLES E. DRIMAL, C.L.U. 


General Agent 


THE PENN MUTUAL LiFE 
INSURANCE COMPANY 


630 Third Avenue New York 17, N. Y. 
MUrray Hill 2-7200 





KREBS & SMITH 


General Agents 


AETNA LIFE INSURANCE COMPANY 


Aetna Bldg., Corner William & Fulton 
151 William Street, New York 38 
REctor 2-7900 





PHILIP J. GOLDBERG 


and Associates 
155 East 44th St. New York 17, N.Y. 


YUkon 6-6650 











LAMBERT M. HUPPELER, C.L.U. 


General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


100 Park Ave. New York 22, N.Y. 
PLaza 1-4200 








JAMES F. MacGRATH, JR. 


General Agent 
THE UNITED STATES LIFE 
INSURANCE COMPANY 


161 WILLIAM STREET NEW YORK 38, N. Y. 
BArclay 7-4828 








THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
of Philadelphia 


Arthur L. Sullivan, General Agent 
107 William Street New York 38, N. Y. 
WHitehall 4-5926 
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ARTHUR H. BIKOFF 
) General Agent 
) AETNA LIFE INSURANCE COMPANY 
a] e The Fifth Avenue Agency 
al e @ 666 Fifth Ave., 35th Floor New York 19, N.Y. 
COlumbus 5-0505 
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| WM. L. Perrin & Hon, Inc. 
AT DENVER ; Julius L. Ullman, Pres. 
Non-Can ‘A&S’—Medical—Hospital—Individual—Group Plans 
F General Brokers Qualify. Lifetime Service Fees. 
F ROM T H E 75 Maiden Lane, New York 38, N.Y., HAnover 2-4044 
NEW YORK Say 
@ ROBERT |. CURRAN, JR. 
President 
of the Life Underwriters Association of New York 
HAROLD N. SLOANE AGENCY, INC. 
: General Agents 
GENERAL AGENTS & MANAGERS | ,..:esis¢ ees 
| 111 John St., N.Y. 38, N.Y. BEekman 3-4545 
LOWELL C. CAMPS THE MALLON-CURRAN 
THE SALINGER-WAYNE AGENCY naa AGENCY 
Benjamin D. Salinger, C.L.U. Stanley R. Wayne Orgunined Service 
General Agents wif. (-Llnck eShease MASSACHUSETTS MUTUAL 
MUTUAL BENEFIT LIFE INSURANCE CO. 800 Second Ave. at 42nd St., New York 17 LIFE INSURANCE COMPANY 
P OXford 7-2121 MUrray Hill 2-7979 630 Third Avenue 
41 East 42nd St., N. Y. City MU 7.0200 Complete Brokerage facilities for Life—A&S—Group & Annuities E. LLOYD MALLON and ROBERT I.CURRAN, JR. | 
| 
| JAMES A. RANNI ORGANIZATION CONSTITUTION AGENCY, INC. 
General Agent ; ke SAM P. DAVIS 
8 THE UNITED STATES LIFE M 
MANHATTAN LIFE INSURANCE CoO. INSURANCE CO. anager 
Charlie McKeone —_ Bill Ranni Frank T, Crohn, C.L.U. Daniel Andron, C.L.U. PRUSNEX MUPUAL LISS INS. CO. 
ieee General Agents 20 East 46th St., N. Y. MUrray Hill 2-6042 
551 Sth Ave., 36th Floor + New York 17, N.Y. 119 West 57th Street Circle 6-2736 Leading Company Agency 
MUrray Hill 7-8750 New York 19, N.Y. 
ROSWELL W. CORWIN, C.L.U. “Bill & Dave Harmelin”’ doneint Pane is Appreciated” 
Gaemeh Agee THE HARMELIN AGENCY, INC. , MARS, tana INC. 
NEW ENGLAND MUTUAL LIFE General Agent CONTINENTAL ASSURANCE COMPANY 
| INSURANCE COMPANY CONTINENTAL ASSURANCE COMPANY 32 Court Street Brooklyn 1, N.Y. 
i TRiangle 5-7362 
, 233 BROADWAY NEW YORK 7, N. Y. oe ee _— vigisiedatatel Group insurance and lifetime service fees 
BEekman 3-6620 COrtland 7-4686-7-8 available to all producers. 
PHILIP F. HODES MICHAEL J. DENDA For Tops in Personalized and Progressive* 
General Agent Resident Vice President Life Underwriting, call— 
E. J. HODES, ASSOC. GEN. AGT. UNION MUTUAL LIFE INSURANCE VINCENT A. CARLIN, JR. 
NATIONAL LIFE INSURANCE CO. COMPANY General Agent 
OF VERMONT William Oechslin, Assistant Manager MANHATTAN LIFE INSURANCE COMPANY 
55 Liberty Street New York 5, N. Y. 521 5th AVENUE NEW YORK 17, N.Y. 107 William St., New York City BO 9.5570 
Telephone MUrray Hill 7-2355 
BArclay 7-3972 Life, Group, Non-Cancellable, Sickness and Accident *Substandard up to 1000% Mortality 
B. WILLIAM STEINBERG & Associates, Inc. 
JOHN J. KELLAM, General Agent General Agent : ee 
NATIONAL LIFE INSURANCE COMPANY MASSACHUSETTS MUTUAL INSURANCE. COMPANY 
; LIFE INSURANCE COMPANY 
530 Fifth Ave. New York 36, N. Y. 225 Broad NY.C BArelay 7-7100 233 Broadway BEekman 3-8090 
. Direct Wire N.Y.C. to New Canaan, Conn. wie ce sat vcugibthints Woolworth Bldg. New York 7, N.Y. 
on ; : Jamaica District Office John Howard Hanway, C.L.U., Asst. Gen. Agt. 
Cae revere 24674 — ee — “We want to earn the right to your Brokerage 
New Canaan telephone—WOodward 6.2636 One N. a ee 1-2500 Business through Friendliness and Service.” 
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Do More For Agents And 


Expect More 


General agents and managers can 
do a great deal more for their 
agents and supervisors than has 
been done—and they can expect a 
great deal more of them, said Rob- 
ert B. Coolidge, senior vice-presi- 
dent of Aetna Life, at the Wednes- 
day afternoon session of General 
Agents & Managers Conference 
during the NALU convention at 
Denver. Following is a greatly 
abridged version of his talk. The 
complete talk will appear in a bro- 
chure to be published by GAMC. 


By ROBERT B. COOLIDGE 


Management is not merely the 
following of an existing pattern, or 


From Them 


even adjusting an operation to meet 
the course of events. Management 
creates events. It makes things hap- 
pen—or, more exactly—it makes 
things happen through people. 

Now applying this to agency 
management, what can we do to 
make things happen through peo- 
ple?-—More things, and _ better 
things. 


Two Things Can Be Done 


Well, speaking broadly, I think 
that there are two things we can do. 
First, we can do a great deal more 
for our agents and our supervisors 
than we have done before; and sec- 
ond, we can expect a great deal 
more of our agents and supervisors 


than we have in the past. Let’s con- 
sider these two points. 

First, how can we do more for 
them? I think that there are three 
ways—by taking a deeper interest 
in the success and progress of each 
member of the organization; by ap- 
plying more intensive supervision, 
and by providing stronger leader- 
ship. 

A great agency manager has tre- 
mendous interest in the individual 
growth and success, and achieve- 
ment of his agents. The fact is that 
every manager sincerely believes 
that he possesses this interest. Un- 
doubtedly every manager is inter- 
ested in the progress of his agents. 
But what a difference there is in 
degree! Let me illustrate: 

A few years ago our company 
introduced a new sales plan for 
business insurance. One very young 
aggressive general agent in one of 
our largest cities immediately 
studied the plan, mastered it, and 
went right out and sold business 
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insurance with it. 

Now he didn’t do this to make 
commissions. He did it to find out 
if the plan was good enough for his 
agents to use, and if so to get the 
kind of conviction backed by actual 
experience that would enable him 
to sell them on it. He had that much 
interest in his men. He cared that 
much. 

Result? Sales of business insur- 
ance in his agency soared, agents 
broke all their previous preduction 
records, and morale hit a new high, 


Doesn’t Really Know 


But in another agency I’m sure 
that the general agent doesn’t really 
know whether the plan will work or 
not. He may have read it, but he 
hasn’t learned it, let alone used it. 
He had an agency meeting and 
went over the material that the 
company furnished and hoped it 
might do some good. You can 
guess how much the plan is used in 
that agency. 

Now both these general agents 
are interested in the progress of 
their agents—genuinely interested. 
But how much? 

Consider, for a moment, the new 
agent. He is frightened; he is con- 
fused; he is disorganized; he is be- 
ing brushed off by his prospects as 
he has never been brushed off be- 
fore; and he has a sinking feeling 
that perhaps he has made a mistake, 

What does he need? Why he 
needs you, a lot of you, desperately. 
He needs leadership—strong lead- 
ership. He needs to know that all 
of these things have been antici- 
pated and provided for. 


Has Unique System 


In our company we have a sys- 
tem that is rather unique in the 
business. Most of our new agents 
come to Hartford for four solid 
weeks of the most intensive kind of 
schooling—eight hours a day in 
class and three or four hours of 
homework. Many people wouldn't 
favor that method but we like it. 
Anyway—wouldn’t you think that 
after all that schooling our agent 
would be all set to go when he 
reaches the field? Well—he is, but 
not alone. He’s still scared, and con- 
fused. Pre-approach letters are sent 
out for him just before he returns 
from the school, so that he can start 
telephoning for appointments im- 
mediately, but he still flounders, I 
remember that one man made 20 
phone calls and didn’t get a single 
appointment. 

But let me tell you what some of 
our most successful general agents 
do. When a new agent returns from 
the school, pre-approach letters 
have been sent out, and definite ap- 
pointments have been made with 
prospects, so that he will have def- 
inite places to go on his very first 
day. His desk has been organized— 
and his brief case. A supervisor has 
been assigned to live with that man 
for two weeks—mornings, lunches, 
afternoons, and evenings. As one of 
these generals agents said, “We 
keep a new man so busy with joint 

(CONTINUED ON PAGE 35) 
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. Will he “measure up” 
én in his school work, too? 
































1on 
oh. 
“Chin up! Shoulders back ! Stand tall!” 
wi “You're a big boy now—ready 
lly for school.” . 
Or What about your youngster? Even 
he though he may appear to be in tip-top 
It. , condition—like the one shown here— 
nd it is a sensible idea to have his health 
the checked before school opens. 
a Your child’s doctor will be alert to 
in problems—both physical and emotional 
—that could interfere with your young- 
ats ster’s school progress. For example, he 
of might have some slight and unsuspected 
ed. defects of his eyes or ears which, if at- 
tended to now, could prevent difficulty 
ew later on. 
- And when you see the doctor, you 
as can talk with him about your child’s 
e- health habits. If, for instance, he skips 3 
ng or barely eats breakfast, he will have a 
ke, poor start for his day’s work at school. 
he Now’s the time to make sure, too, 
ly. about your child’s protection against 
“ the communicable or “‘catching” dis- 
i. eases. Are his immunizations up-to-date 
against polio, diphtheria, whooping 
cough, tetanus and smallpox? Protec- 
tion against influenza is also given to 
sig some children. 
he A preschool check-up could make 
ts the difference between a good or a dis- 
lid appointing year at school—for children 
of who are entering, as well as those who 
of are returning to school. 
vt To supplement your doctor’s advice, 
it. Metropolitan Life will send you its in- 
at formative booklet, ABC’s of Childhood 
nt Disease. 
he 
ut 
n- 
m9 ° ; 
: Metropolitan Life 
- INSURANCE COMPANY 
I A MUTUAL COMPANY - Home Office—NEW YORK—Since 1868 
() Head Office—SAN FRANCISCO—Since 1901 
le Head Office—OTTAWA—Since 1924 - Over 1000 Offices, U.S.A. and Canada 
of This advertisement is one of a contin- 
'S uing series sponsored by Metropolitan 
n in the interest of our national health and 
S welfare. It is appearing in two colors in 
publications with a total circulation in 
)- excess of 45,000,000 including Saturday 
h Evening Post, Ladies’ Home Journal, 
4 Good Housekeeping, Redbook, Read- 
er’s Digest, National Geographic, U.S. 
t News, Look. 
s 
n 
sy 
oe 
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Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension and 
Profit-Sharing Plans 
Non-Cancellable Accident and Health 


JOSHUA B. GLASSER ASSOCIATES, INC. 
General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 
39 South LaSalle Street 


Chicago 3, Illinois CEntral 6-1295 














FREEMAN J. WOOD 


General Agent 
LINCOLN NATIONAL LIFE INS. CO. 
208 S. LaSalle St. Tel. CEntral 6-1393 


An Agency Well Equipped To 
Handle Brokerage Business 











EARL M. SCHWEMM AGENCY 
135 So. LaSalle Street 
Suite 1035—RA 6-5560 
THE GREAT-WEST LIFE 
ASSURANCE COMPANY 
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THE SWANSON AGENCY 
NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 
2080 Board of Trade Bldg. 
HArrison 7-8090 


THE EARL C. JORDAN AGENCY 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Suite 1616 One N. LaSalle Bldg. RA 6-0060 
John R. Breese, Stephen W. Edwards, 
Assistant General Agents 
Earl W. Hatch, Brokerage Mgr. 


Glenn L. Felner C.L.U., Morris Hirsch C.L.U. 
Managers Pension Development 





FRANK G. LOTITO 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


105 S. LaSalle St. 
CEntral 6-5631 


Suite 710 








EUGENE T. O'REILLY, C.L.U. 


General Agent 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
39 S. LaSalle St. RA 6-6588 


CHARLES T. ROTHERMEL, JR., C.L.U. 


General Agent 


nn Ma 
oa” 
morvatsiire insurance COMPANT 


135 S. LaSalle St. 
CEntral 6-6400 


Chicago 


HARVEY C. YUDELL 


Agency Manager 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


79 W. Monroe St. FRanklin 2-7834 











BUD JOHNSON 


General Agent 
NATIONAL LIFE OF VERMONT 


120 S. LaSalle Street CEntral 6-2500 


NORTH AMERICAN LIFE ASSURANCE 
OF TORONTO, CANADA 


ROBERT S. BOWLES, C.L.U., MANAGER 


2004 Board of Trade Bldg. WAbash 2-0737 





CHARLES E. BUTLER 
General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Tel. HArrison 7-3255 


1440 Board of Trade Bldg. Chicago 








‘ Estate Planning and Business 
Insurance Service to Brokers 
We specialize in the “hard to handle” cases 


HERBERT GEIST, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
175 W. Jackson Blvd. HArrison 7-1266 





RAPPAPORT AGENCY 


General Agents 
PACIFIC MUTUAL LIFE 


Earle S. Rappaport, C.L.U. 
Eugene Rappaport, C.L.U. 
141 W. Jackson Blvd. HArrison 7-7244 
Chicago 





STEIN & HENDERSON 


General Agents 
A. D. Stein 


Arwood Henderson 


AETNA LIFE INSURANCE COMPANY 
120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 











ELMER F. LAYDEN, JR. 


Manager 
LA SALLE STREET BRANCH 
CONTINENTAL ASSURANCE CO. 


208 So. LaSalle St. Suite 1104 
FI 6-7778 








JOHN O. WILSON 
General Agent 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


One North LaSalle St. RAndolph 6-3444 








GUS GADNESS 


Regional Vice-Pres. 
CALIFORNIA LIFE 
INSURANCE COMPANY 
134 N. LaSalle St. Suite 1606 
DE 2-7030 
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SEE YOU IN 
CHICAGO IN '62 
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BEAN AND JONES, INC. 


General Agent 
39 South LaSalle Street 
Telephone RAndolph 6-9336 
Chicago, II. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 
Robert K. Schott, C.L.U., Mgr. 
John W. Howard, Brokerage Supv. 


Telephone RAndolph 6-1194 
222 W. Adams 
Chicago 6, Illinois 


Suite 745 














CHICAGO BRANCH OFFICE 


CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 


175 W. Jackson Blvd. WaAbash 2-3410 
Chicago 








GEORGE C. BEHRNS 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Oldest New England Mutual 
Life Agency in Chicago 


105 W. Adams St. CEntral 6-1300 


WALTER C. LECK AGENCY 


STATE MUTUAL LIFE ASSURANCE CO. 
OF AMERICA 


Walter C. Leck 
309 W. Jackson Blvd. 
HaArrison 7-4110 


General Agent 
Chicago 6, Il. 





ROBERT F. OBER & ASSOCIATES 
NORTH AMERICAN LIFE ASSURANCE 
Toronto, Canada 


One N. LaSalle St. ANdover 3-7537 
A Top Notch Brokerage Organization 











ROBERT E. HANNON 


General Agent 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


135 S. LaSalle St. ANdover 3-1820 


JOHN H. JAMISON 
and ASSOCIATES 


General Agency 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


208 So. LaSalle St. Suite 2010 
STate 2-0633 





J. JEROME MILLER AGENCY 


General Agency 
SECURITY BENEFIT LIFE INS. CO. 


208 S. LaSalle St. Suite 776 
ANdover 3-6876 








FREDERICK |. SMITH 


General Agent 
“Brokerage Exclusively” 
THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 


39 S. LaSalle St. Suite 709 
RAndolph 6-0540 


R. M. MAC CALLUM 
and ASSOCIATES 
WASHINGTON NATIONAL 
INSURANCE COMPANY 
R. M. Mac Callum, C.L.U., General Agent 
Martin R. Haueisen, Group Supervisor 
Main Floor City National Bank Bldg. 
208 S. LaSalle St. FI 6-0788 


FRANKLIN LIFE 
Chicago Division 
Profitable Agency 
Opportunities Available 
CHICAGO SERVICE OFFICE 
120 S. LaSalle St. FRanklin 2-0823 














NORRIS E. WILLIAMSON 


General Agent 
THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 
135 S. LaSalle St. RA 6-1060 








GEORGE H. GRUENDEL, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
CHICAGO 209 So. LaSalle RAndolph 6-6514 
SKOKIE 64 Old Orchard ORchard 4-1805 
MT. PROSPECT 21E. Prospect CL 9-3300 





O. EMBRY MOATS AGENCY 
MUTUAL OF NEW YORK 


O. Embry Moats, C.L.U., Mgr. 
Howard B. Fischer, Brokerage Supv. 
Telephone CEntral 6-7400 


38 S. Dearborn St. 
Chicago 


Suite 605 








MOORE, CASE, LYMAN & 
HUBBARD 


General Agents 


MUTUALJ/LIF® INSURANCE COMPANY 
Timothy J. Sullivan 


175 W. Jackson Blvd. WaAbash 2-0400 
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OCCIDENTAL LIFE INSURANCE 
COMPANY OF CALIFORNIA 
135 $. LaSalle St. Chicago 3 


ANdover 3-1883 








ALEXANDER & COMPANY 


Wade Fetzer, Jr., C.L.U. John H. Sherman 
Harry G. Walter, C.L.U. 
General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


135 South LaSalle St. FRanklin 2-7300 


hicago 
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R.E. Templin Sees Need 
To Restore Confidence 


By ROBERT E. TEMPLIN 


Certainly one of the recent un- 
favorable marketing trends has 
been the replacement of cash value 
life insurance, either by term in- 
surance or a contract containing a 
considerable portion of term, or by 


bank loan or so-called “minimum 
deposit” plans which give the ap- 
pearance of something else but are 
actually only decreasing term or, 
with the fifth dividend option, 
term for a limited period of time. 
These plans are in many ways in- 
ferior to term insurance because 


they lack the conversion feature— 
the ability to start from scratch at 
a later date to build a sound pro- 
gram of permanent life insurance. 
Hence, they have within them the 
seeds of more replacement at such 
time as the owner becomes disen- 
chanted with the growing burden 
of debt and interest. 

This audience is well acquainted 
with the fact that creative selling 
—inducing people to save, to ex- 
change current buying power for 








2nd Day 


This is the talk that Robert E, 
Templin, Northwestern Mutual 
Life’s director of 
agencies, gave at 
the agents forum 
Tuesday evening 
attheannua] 
convention of 
NALU in Den. 
ver. The panel- 
ists talks were 
followed by an 
extensive ques. 
tion-and. 
answer session, 


Robert E. Templin 





deferred benefits for family or self 
—is hard work. It has been called 
“the best paid hard work.” The 











commission scale in life insurance Clyd 

i [HH INSI RANCH — has been developed over the years h 
to compensate the agent properly lunc 

for this hard work. Spread over & Ma 

the average duration of a policy day di 

on the books of a company, this ves 

— expense is reasonable to the ? Bin 

uyer. “ 

Y B L di Se: built 

A Pays Two Commissions manai 

Wherein is the viciousness of re- Gay | 

placement? Primarily, of course, praise 

it is in the duplication of acquisi- the bi 

tion costs to the buyer. He pays basic 
two commissions but he has only In « 
With the economic weather vanes pointing It is one that should appeal to, at one and Orr piece of business. light 

é are ae o the creative agent, however. round 

toward new sales records for many products the same time, the prospect’s mind, heart, and it is particularly frustrating, f ; servic 
during the next several years, with personal pocketbook. You do not belittle the attrac- the replacing pa creates i nel circun 
savings and average income at an all-time high, tiveness of, or his right to, such trappings of thrift: he obtains a comsmiaaal \ to my 
the life insurance agent continues to face a success as new cars, comfortable homes, fash- relatively easily because the origin- In 
unique paradox. Offering the most vital service ionable apparel. These are also symbols of al agent has done the hard work | provic 
available to the American family, he still has accomplishment and an important measure of of inducing the policy-owner to vision 
probably the hardest of all products to sell. worldly success. save. agent: 
That’s why our business may be the last ; : The problem becomes _ com- were I 
frontier of creative salesmanship. The worthiest status symbol is the prospect’s pounded many times when the what 
opinion of himself . . . how he rates his own cash values of existing insurance entrus 

Life insurance will always require a capable, sincerity and integrity, his own principles of plus the annual premium the poli- agens 
persuasive man at the front to arouse interest, morality, his regard for his family. These are cy-owner has been setting aside the be 
explain its variable provisions, and program evaluations that a man can know only in his become the target for the initial ae 
the individual client. Actually a custom-made _heart. They are part of “living with one’s self.” harp eats sep Le 
by the minimum deposit replace- ment 


product, it must be fitted by the agent to each 
specific need. Package items like soap, even 
cars, can be sold through advertising “over the 
heads” of the salesman and the dealer. Not 
so with life insurance. 


As life underwriters, each of you competes 
with agents of other companies, to be sure. 
But you compete far more significantly with 
other products for a share of the consumer’s 
dollars. And your most serious competition is 
with houses, cars, clothes, and a few other 
items that are regarded, consciously or sub- 
consciously, as “status symbols.” Obviously 


This status symbol is more vital than his 
friends’ appraisal of his success. The drive that 
motivates most men is provision for their 
families. The wise ones insure this by invest- 
ing in life insurance to provide necessary in- 
come should they not be here to earn it... 
and to guarantee funds for their children’s edu- 
cation and their own retirement. 


Friends and neighbors see, and perhaps 
measure a man by, the material things, but 
his family . . . and he, himself . . . need a 
greater measuring stick . . . that of his love 
and his own integrity. 


ment specialist. 
Tells Why Specialists Flourish 


They have been able to flourish 
through a combination of factors: 

1. An exceptional rise in some 
forms of equity investments, en- 
abling an attractive picture of 
hindsight to be painted. 

2. Generally widespread ignor- 
ance of the public in the funda- 
mental soundness of the legal re- 
serve principle, a responsibility 
shared by all of us in this room. 

3. The advent into our business 


the total life insurance written annually could of individuals who are not career 
be multiplied many times if we could make the If we can sell provision for his family as one life underwriters at all. Some ap- 
ownership of sufficient life insurance a matter of the most important measures of a man, we'll pear to have come into our busi- 


of personal pride as conspicuous as, say, driv- 
ing the latest model automobile. 


You face a tremendous task to create, in 
your prospect’s mind, the need for sufficient 
life insurance, but there is a “status” approach 
that will give more emphasis to this need than 
in the past. 


be taking a big step forward in bringing the 
blessings of life insurance to more people and 
in larger amounts. 


77 I Broo’ 


President 





ness with a very superficial knowl- 
edge of securities and finance but 
now appear as experts. 

4. The willingness of companies 
eager for sales figures at any price 
to license and accept business from 
these raiders of cash value life in- 
surance, sometimes their own and 
frequently in competition with 
their own career agents. 

5. The willingness of these com- 
panies to issue modifications of, or 
supplements to, their regular polt- 
cies to aid those who would make 
a career out of selling merely an 
empty shell of debt, but receiving 





the same commissions as if they 
(CONTINUED ON PAGE 32) 
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Managers Should Ask Selves, 
‘Would You Join Own Agency?’ 


The leadership that field man- 
agement demands today will come 
from those who 
look to the fun- 
damental values 
of life insurance 
and hold deep 
convictions 
about the broad 
economic service 
it performs, Ex- 
ecutive Vice- 
president Clyde 
F. Gay of John 
Hancock told the 
luncheon session of General Agents 
& Managers Conference Wednes- 
day during the NALU annual con- 
vention in Denver. 

Stressing the fact that the indi- 
vidual agent’s prestige must be 
built from within by both field 
management and company, Mr. 
Gay urged his listeners to reap- 
praise their own attitudes toward 
the business by considering these 
basic questions : 

In direct selling, “Have I, in the 
light of all the circumstances sur- 
rounding my client, given him the 
service which I, under the same 
circumstances, would have applied 
to myself?” 

In sales management, “Have I 
provided the training, the super- 
vision, the leadership for my 
agents that I promised when they 
were recruited? Would I, knowing 
what I do about the business now, 
entrust my future career to this 
agency if I were starting over in 
the business today? 

“In no other way can we keep 
direct selling and sales manage- 
ment genuine,” he declared. 





Clyde F. Gay 


Examining the role that life in- 
surance—as the largest institution- 
al pool of new capital in the United 
States—plays in shaping and sup- 
porting the national economy, he 
emphasized that military strength 
is not enough if our nation is to 
meet the world-wide challenges it 
faces today. He said that America’s 
continued progress rests heavily 
on economic strength. 

Mr. Gay noted that the capital 
needs of the nation during the 
next 10 years are estimated at $180 
billion. “This figure,” he said, “is 
about one and one-half times as 
much as the present total assets of 
all United States life companies at 
the end of 125 years. 

“Such capital is not manufac- 
tured by government. In our 
American way of life it has to be 
saved. We in life insurance have 
no greater obligation than that of 
successfully preaching sacrifice 
and thrift so that people will vol- 
untarily save capital which will 
make it possible for America’s ‘ex- 
ploding population’ to be gainfully 
employed in the years ahead.” 

Mr. Gay asked his audience, 
“Doesn’t this fact add to your ap- 
preciation and pride in the accom- 
plishments of your business, and 
strengthen your conviction about 
the future worthwhileness of what 
you have chosen as your life’s 
work ? 

“If you have come to have such 
a feeling about life insurance that 
you can lose yourself in it, and rec- 
ognize that it is greater than your- 
self, then you can provide the lead- 
ership that field management de- 
mands.” 
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building and operation. 


Tools for Progress 


Indianapolis Life is growing steadily because it provides its General 
Agents with the all-important and necessary tools for profitable agency 


A full line of modern policies with very low net cost... 
Indianapolis Life offers graded life premiums and Commercial, Guar- 
anteed Renewable, Non-Cancellable Accident and Sickness poli- 
cies. Low, liberal Check-O-Matic. 


A well rounded, field-tested agency building program... 
Indianapolis Life provides its General Agents effective agency- 
building tools including career compensation, production incen- 
tives, training allowances and an outstanding training program. 


~ 


COMPany WI! i: Wide r 









Indianapolis Life’s General Agents receive liberal commissions and life- 
time service fees. For their personal and family protection—group life, hos- 
pitalization, and major medical insurance. Non-contributory pension 
plan provides liberal retirement benefits. 


Indianapolis Life now pays 4% on all funds left 
with the Company at interest 


WALTER H. HUEHL, President « ARNOLD BERG, C.L.U., Vice President and Director of Agencies 
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INSURANCE COMPAN 


AGENCY OPPORTUNITIES: Colo., Conn., Fla., Ill., Ind., la., Kan., Kys, 
Mich., Minn., Mo., Neb., N.D., Ohio, Pa., S.D., Tenn., Tex., W. Va., Wis. 


A Mutual Company - Founded 1905 « Indianapolis 7, Indiana 
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Largest man-made illuminated star in the 
world, shines nightly over the City of Roa- 
noke, Virginia. 


Roanoke, Star City of the South— 
Home of Shenandoah Life 


This beacon in the sky, atop Mill Mountain within 
the City of Roanoke, is eighty-eight feet from tip to 
tip and 975 feet above the city. Visible for miles in 

’ nearly every direction, it is a symbol of the progres- 
siveness of a community, a welcoming light to visitors 
to “America’s Star City’’. 


Home Office 
andoah I[.ife in 


Virginia 


bigger at Shenandoah Life 


inge Of Opportunities for competent 


representatives of all levels: agents, branch and 


nagers In 12 states and the District of Columbi 


tunities in Kentue ky, Ohi 


Dir or of Agencie 


Shenandoah Life 


INSURANCE COMPANY 


Home Office ° Roanoke, Virginia 
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Great Value Of Short-Term Trusts 
Explained By Helen Reisinger 


By HELEN REISINGER 


To keep—or not to keep? That 
is the big question, and today 
many persons are finding the an- 
swer in a legal instrument known 


as the short-term trust, the re- 


versionary short-term trust, some- 
times referred to as the “Clifford 
trust.” 

For years, owners of large es- 
tates have taken advantage of pro- 
visions in the gift tax law which 
made possible a systematic, grad- 
ual transfer of property to heirs 


over a period of years on a tax- 
free basis, by annual gifts to the 
extent of the annual allowable 
exclusions of $3,000 ($6,000 by 
married persons) and the $30,000 
lifetime exemption. Many persons 
go beyond the exemption and ex- 
clusions and pay gift taxes in or- 
der to transfer some of their prop- 
erty at reduced rates; and in many 
instances trusts are created and 
the income used to purchase insur- 
ance on the spouse for the benefit 
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“Our Partnership 
Philosophy builds 
agencies...and men!” 


says Max W. Hittle, C.L.U. and Manager of Agencies 
for American United Life Insurance Company 


American United Life has a planned program for agency 
performance and growth that makes A*-U-L man- 
agers and agents stand fall in income and prestige. 

Called “‘Agencies in Action,” it has contributed great- 
ly to the remarkable gains in new business that have 
lifted A-U-L into the top 3% of the nation’s life in- 


surance companies. 


A-U-L 


ALL MEN 
ALL THINKERS 
ALL PLANNERS 


ALL DOERS pany. 


The plan is thoroughly tested and proved. An organ- 
ized program for agency building, it provides new ideas, 
effective tools, and shirt-sleeve home office help for the 
recruiting, training, and development of successful ca- 
reer life underwriters. It maps the way, step-by-step, to 
profitable agency expansion. 

Men with management ability find new opportunities 
for growth with American United Life and its co-opera- 
tive partnership philosophy. 


ue company with A*UeL is a good company to buy from 
and sell for. Policyholders now earn 4% 
interest on dividends, premium deposits, 
and policy proceeds left with the com- 
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AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE « INDIANAPOLIS 6, INDIANA 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - BUSINESS 
LIFE INSURANCE - KEY MAN - PARTNERSHIP - ANNUITIES - UNIQUE JUVENILE - GROUP 
LIFE - GROUP CREDIT INSURANCE - GROUP MORTGAGE INSURANCE - GROUP RETIREMENT 
. PENSION TRUSTS - NON-CANCELABLE DISABILITY INCOME - GUARANTEED RENEWABLE 
MAJOR MEDICAL - GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS 
IN SUBSTANDARD UNDERWRITING & REINSURANCE. 








2nd Day 


The great value of short-term 
trusts in many situations involyj 
life insurance 
was explained by 
Helen E. Reis. 
inger, Provident 
Mutual Lift, Cin. 
cinnati, at the 
Women Leaders 
Round Table 
“Sellarama” Syn. 
day during the 
NALU annua] 
convention at 
Denver. 





Helen Reisinger 
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of children, or on the lives of child. 
ren for the benefit of grandchild. 
ren. 

In each instance, however, the 
owner ponders, Can I afford not to 
keep this property, how much and 
which property should I give 
away, and the solution must kee 
in mind the best interests of the 
owner, because the transfer must 
be irrevocable to qualify as a gift 
and once the property is given 
away it is gone from the donor for- 
ever. 

To circumvent this latter objec- 
tion, which stems from the natural 
desire of each individual to keep 
what belongs to him, many per- 
sons have reverted to the short- 
term trust, because it enables the 
owner (1) to keep the property for 
his own future use—for what real- 
ly happens is a transfer of income 
for the period of the trust and at 
the end of the period the property 
reverts again to the donor, (2) to 
keep the income in the family dur- 
ing the period of the trust which 
must run for at least 10 years, and 
(3) to keep for the family’s benefit 
50, 60 or even as much as 75% of 
the family’s income being spent 
for federal income taxes. 


Answer To Big Income Tax 


Any irrevocable trust will ac- 
complish income tax savings for 
the family, but only the short-term 
trust will give the donor another 
chance to look over this estate and 
determine whether he really wants 
to give up title forever to any of 
his property. And so for the per- 
son whose income tax problem is 
more acute than his estate tax 
problem, or who is not ready to 
part with his property, the short- 
term trust is an ideal solution to 
that pressing, current problem— 
his big income tax bill. That, by 
the way, is today’s problem; and 
while he is anxious to keep estate 
taxes at a minimum, that is to- 
morrow’s problem. 

To point up what can be ac- 
complished, take this example— 
in a 72% tax bracket an income of 
$30,000 over a 10-year period will 
net only $8,400—but the same 
amount of income from a trust 
would net almost $24,000—and 
taxed to another beneficiary (with- 
out other income), over $26,000. 
When, however, the income from 
the trust is used to buy life insut- 
ance (not on the donor) the results 
are even more miraculous. 

Take the situation of a young 


widow who experienced a substan- 
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THE Geowy COMPANY 


Why is Illinois Mid-Continent 


attracting many of the top general agents 
in America? They'll tell you that IMC 


shares the outlook of the man in 


the field, minimizes his problems, offers 


recognition, rewards and more. 


New, competitive policies based on the 
1958 C.S.O. mortality table... plus! 


Top Agency commission contracts . . . plus! 
e Effective new sales tools... plus! 


e Liberal underwriting. 








IMC general agents and 
producers earn an additional 
plus. These men are not 
just representatives of the 
company, THEY ARE 

PART OF THE 

COMPANY. You too can 
qualify for our unusual 

profit plus plan. Write 
President John Weaver 
today to learn how you can 
become a General Agent and 
realize these added rewards. 


737 N. MICHIGAN AVE. - 
CHICAGO 11, ILL.- ° 


WHITEHALL 4-0348 
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tial shrinkage on her husband’s es- 
tate at his death. She was anxious 
to keep her own estate taxes and 
costs to a minimum, she wanted to 
build an estate for her young mar- 
ried son (just 21) to offset losses 
in his father’s insurance on the 
son’s life. She was considering out- 
right gifts of the premiums, be- 
cause in that way she would re- 
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duce her own estate while building 
one for him. She agreed that if 
something should happen to the 
son the additional insurance would 
make it easier for her to do the 
things she would want done for 
his wife and children. 

Her problem was how to finance 
the purchase, how much she could 
afford out of her current income. 


When she learned that she could 
buy the insurance at 40% off for 
10 years, her tax bracket being 
62% and her son’s 22%, she was 
eager to take advantage of the 
short-term trust arrangement. She 
paid the first annual premium to 
put the insurance in force immed- 
iately and to have the protection 
for herself and her son. 


2nd Day 


She was willing to give up se. 
curities that would produce enough 
income to pay the premium, the 
income tax and the trustee’s fees, 
because she knew that for 10 years 
40% of the insurance would cost 
nothing, and on a part of her in. 
come she would pay the lowest 
income tax possible. At the end of 
the 10 years it is quite likely that 








CHARLES L. J. FEE, GENERAL AGENCY 


Charles L. J. Fee, General Agent 
Verne Smith, Assoc. Gen. Agt. 
Don Cashill, Brokerage Mgr. 


JE bn Memeo 


a LIFR INSURANCE COMPANY 


Boston, Massachusetts 
DUnkirk 2-8251 





600 S. New Hampshire Los Angeles 5 











THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 
NEW ENGLAND MUTUAL LIFE 

INSURANCE COMPANY 


Melvin P. Gundlach, Asst. Gen. Agt. 

Crawford Nalle, C.L.U., Asst. Gen. Agt., Mgr. Agency Adm. 
George S. Ferreira, Asst. Gen, Agt. & Mgr., Brokerage Dept. 
D. Kenneth Elliott, Asst. Gen. Agt. & Mgr., Agents Training 
Robert B. Borden, Mgr. Pension Trust Dept. 


Suite 512, Statler Center MAdison 6-5881 








THE A. C. KRAUEL AGENCY 


A. C. Krauel, General Agent 
W.H. Goergen, Asst. Gen. Agt. 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
MAdison 7-9501 
523 WEST 6th ST. LOS ANGELES 14 
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T. R. (BOB) MACAULAY 
General Agent 


STATE MUTUAL LIFE ASSURANCE 
COMPANY OF AMERICA 


Telephone MA 7-6439 
530 W. 6th St. LOS ANGELES 14 


“Specializing in Service to Brokers” 


LEO FISHER 


Manager 
Southern California Branch 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


MAdison 8-2137 


628 West Sixth St. Los Angeles 17 

















HOWARD E. NEVONEN, C.L.U. 
General Agent 
WASHINGTON NATIONAL 
INSURANCE CO. 


DUnkirk 5-3311 


3580 Wilshire Blvd. Los Angeles 5 


GEO. N. QUIGLEY, JR., C.L.U. 


Branch Manager 


THE MANUFACTURERS LIFE INS. CO. 
Don P. Desonier, Assoc. Mgr. 
Ed. Linsenbard, Brokerage Mgr. 
DUnkirk 5-3241 


3535 West 6th St. Los Angeles 5 














JAMES STOESSEL, C.L.U. 


GENERAL AGENT 


NATIONAL LIFE OF VERMONT 


DUnkirk 5-5076 


3350 Wilshire Blvd. Los Angeles 5 











JACK WHITE AGENCY 
Jack White, C.L.U. Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
5800 Wilshire Blvd. 
WEbster 3-8211 


Los Angeles 36 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


So. California General Agents 


Wm. R. Ohland, C.L.U. Chas. P. Carey, C.L.U. 
3921 Wilshire Blvd. 727 West 7th St. 
Los Angeles Los Angeles 
DU 5-8271 MA 7-3821 











RAY J. HAVERT GENERAL AGENCY 
Ray J. Havert, C.L.U., General Agent 
William P. Willis, Brokerage Manager 
William R.Chenard, Agency Supervisor 


wore June INSURANCE COMPANY 


DUnkirk 5-8401 


500 South Virgil Ave. Los Angeles 








CHARLES S. BROWNING 
Manager 
CANADA LIFE ASSURANCE COMPANY 


610 S. Harvard Los Angeles 5 





DU 5-9187 








GERALD W. PAGE, C.L.U. 
General Agent 
PROVIDENT MUTUAL LIFE 
INSURANCE COMPANY 
615 S. Flower Los Angeles 17 


Madison 7-3151 











CHARLES E. CLEETON AGENCY 


OCCIDENTAL LIFE INSURANCE 
COMPANY OF CALIFORNIA 
DU 5-0003 Los Angeles 5 
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the boy's own income will enable 
Se | him to continue to pay the pre- 
ugh * mium, the stock will go back to the 
the mother, and at that time she may 


ces, wish to start a regular program of 
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with the transfer of securities that 
gave off $3,000 a year. A tax brack- 
et of 62% reduced this income to 
$1,140 a year, that is $11,400 over 
10 years. The same income from 


paid at 65 on the son, giving him 
immediate protection guaranteed 
for 10 years, and at the end of that 
time he will have a guaranteed 
cash value of $17,750 plus dividend 
accumulations of $4,750, or a total 


29 


tions, a total of $43,000 for her 
$11,400. And in this instance the 
short-term trust is helping to build 
a life insurance estate for the son 
while he is getting himself estab- 
lished in his profession. 


a6. outright gifts of additional annual the trust taxed at 22% gave the 

we premiums, OF she may wish to re- son $2,340 a year net—$23,400 over of $22,500, and if he pays no more Accumulating College Funds 

° new the trust for another 10 years. 10 years, an increase to the family premiums he will have paid-up in- ; , 
— Briefly, in dollars and cents, of $12,000. The net income was surance amounting to $38,250 plus Widespread use is also being 
‘@ here is what she accomplished, sufficient to buy $125,000 life full the $4,750 of dividend accumula- made of the short-term trust to ac- 
hat E 
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LEISURE, WERDEN & TERRY 
AGENCY 
Brokerage Exclusively 
OCCIDENTAL LIFE INSURANCE 
COMPANY 
WEbster 1-1231 
Suite 201, 4201 Wilshire Blvd., Los Angeles 5 


Leading Life Offices 
to the N.A.L.U. 


Convention 














THE M. E. THOMPSON AGENCY 


M. E. Thompson, C.L.U., General Agent 





W. W. Veatch, Asst. Gen. Agt. 
PACIFIC MUTUAL LIFE INSURANCE 
COMPANY 


DUnkirk 8-6151 
612 South Shatto Place 





Los Angeles 5 








MANHATTAN LIFE OF NEW YORK 
RICHARD M. GROSTEN AGENCY 


Specializing in Problem Underwriting 
Individuals - Groups - Pensions 


WEbster 8-9111 
5921 W. Olympic 
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Los Angeles 36 











JOHN G. EDMUNDSON 


Manager 
Southern California-Arizona Branch 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
DUnkirk 5-2811 
3462 Wilshire Blvd. 





CARL L. DeVRIES & ASSOCIATES 


General Agents — 


OCCIDENTAL LIFE OF CALIFORNIA 
Arthur Ward Brokerage Mgr. 
DUnkirk 2-7391 
3008 Wilshire Blvd. 





Los Angeles 5 Los Angeles 5 














1 THE WOODS AGENCY 
Robert L. Woods, C.L.U. & Associates 


MASSACHUSETTS MUTUAL LIFE “outa pail AL LIFE 
INSURANCE CO. 


Huntley 2-1680 


DUnkirk 1-3181 2 oleae 
2601 Wilshire Blvd. 1015 Wilshire Blvd. 


BRUCE BARE, C.L.U. 
General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3400 W. 6th Street Los Angeles 5 
DUnkirk 5-5331 


MELZAR C. JONES 


Los Angeles 57 Los Angeles 

















RODNEY M. HARPSTER, General Agent 
AETNA LIFE INSURANCE COMPANY 


J. F. Bradley G. F. Dahlin 
O’Brien Sawyers R. R. Norton 
Assistant General Agents 
E. H. Jaccoma, Supervisor 
E. H. Goodrich 
Agency Controller 
Los Angeles 54 


T. G. Murrell, C.L.U. W. L. Murrell 


MURRELL BROTHERS 
General Agent 
MUTUAL BENEFIT LIFE INS. CO. 


DUnkirk 8-2121 
600 South Harvard 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


RODERICK G. MESSINGER 


General Agent 


WEbster 8-2611 
4250 Wilshire Blvd. 





Holeman Grigsby 
Mer., Group Dept. 
2404 Wilshire Blvd. 


DUnkirk 5-7251 


Los Angeles 5 
Los Angeles 5 



































TROY M. ZIGLAR AGENCY 


“The Pioneer Brokerage Agency 
of Southern California” 


Troy M. Ziglar, Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Madison 3-6251 
Los Angeles, Calif. 


JOHN REITANO 


General Agent 


UNITED LIFE and ACCIDENT 
INSURANCE CO. 


Brokerage Exclusively 


DU 5-1623 


1830 West 8th Street Los Angeles 57 


210 W. 7th Street 
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cumulate funds for college educa- 
tions. It makes a substantial dif- 
ference to know that it can be 
done for half the cost; which is 
the case for persons in a 50% tax 
bracket; because in that bracket 
Mr. Taxpayer must have income 
of $20,000 to provide the $10,000. 


Gives Up Only $940 A Year 
Suppose he can give up, or let’s 

say, he is willing to give up title 

for 10 years to securities that give 
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off $2,000 a year—and suppose he 
is ina 53% tax bracket—that means 
he would actually give up only 
$940 a year. 


Net Income Will Increase 


If these securities are placed in 
a short-term trust the net income 
will increase to $1,760 a year, and 
over 10 years will produce $17,600 
instead of $9,400—almost doubling 
the family income. Now let's 
guarantee that ultimate accumula- 


tion immediately if something 
should happen to the son—the net 
income will buy $17,000, 10 year 
endowment at age eight and at 18 
the son will receive $17,000 plus 
dividend accumulations of almost 
$2,000 or about $19,000. For 10 
years one-half of the insurance 
costs nothing—and the saving fea- 
ture is that the securities go back 
to the father who can then choose 
again to use the income or any 
part of it for himself. 





Today 48 Massachusetts Mutual policyholders, three of them women, 
each own $1 million or more of life insurance in that Company. Before 1954 
the company records showed no $1 million policyholders. There were 28 by 


1958 and 40 by November, 1960. 


The life insurance “‘multi-millionaire’’ has now emerged. Seven policy- 
holders are protected by $2 million or more of Massachusetts Mutual life in- 
surance. All of these “multi-millionaires” are married men with children. Their 
average age is 43 and they purchased their first Massachusetts Mutual policy 
at average age 29. They now have an average of 11 policies each. Three of 
them are company presidents, three hold other executive positions, and one is 


a financier. 








Here are 3 reasons why we used this space 
to tell this story... 


It suggests that the quality of our product appeals to dis- 


criminating buyers. 


It indicates the quality of our Field Force whose training 
and sales tools equip them for any market. 


It has been in the news — the story of our “multi-million- 
aires” has rated space in major newspapers across the 


country. 


MASSACHUSETTS MUTUAL 
Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
ORGANIZED 1851 


114 GENERAL AGENCIES IN 108 CITIES PLUS 85 DISTRICT OFFICES AND 39 GROUP OFFICES 
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The short-term trust may be 
used to advantage in the purchase 
of insurance on a wife’s life to re. 
place the estate loss in her hus. 
band’s estate if she dies first. Se. 
curities transferred to a short-term 
trust in which the trustee is dj. 
rected to pay the premiums on jp. 
surance on the wife’s life provides 
income taxed in the lowest bracket 
In addition to building an estate 
for the children with 30 or 40 cent 
dollars, the husband can get back 
his securities in 10 or 15 years and 
the children will get the policies 
and the proceeds will come to them 
tax-free at their mother’s death, 


| Can Even Have The Frosting 


Insurance will continue to be 
bought for estate tax purposes, and 
many persons will give up securi- 
ties to provide low taxed income 
for premiums, but use of the short- 
term trust is spreading and in an 
increasing number of cases provi- 
sion is being made for the purchase 
of life insurance with the income: 
for when that is done one can real. 
ly have his cake and eat it too, and 
with all the frosting. 


Company Dinner Held Tuesday 
By Pan-American; Hamer Host 


Pan-American Life’s company 
dinner, which was held Tuesday 
evening at the Rolling Hills Coun- 
try Club, had three home office of- 
ficials serving as hosts. Among 
them were Kenneth D. Hamer, sen- 
ior vice-president; Paul Light, re- 
gional agency vice-president, and 
Seth C. Gatchell, director of train- 
ing. 


Mutual Benefit Life Dinner 


Representatives of the home of- 
fice of Mutual Benefit Life at- 
tending the convention and serv- 
ing as hosts at the company recep- 
tion and dinner Thursday evening 
in the College Room of the Uni- 
versity Club are Charles G. Heitze- 
berg, vice-president in charge of 
agencies; Wilbur E. Hintz, 2nd 
vice-president and director of agen- 
cies; Donald J. Parry, director of 
agency finance; Francis L. Mer- 
ritt, director of career develop- 
ment; Robert C. Gilmore, director 
of public relations; Mildred F. 
Stone, staff assistant to the presi- 
dent, and Robert B. Mims, agency 
assistant, training division. 


Aetna Life To Entertain 


Aetna Life’s company dinner 
and reception Thursday evening 
at the Denver Club will have as 
hosts Robert B. Coolidge, senior 
vice-president; E. H. Snow, di- 
rector of agencies, and J. K. Luth- 
er, director of training. Mrs. Cool- 
idge is attending the convention 
with her husband. 


Northwestern National Host 
E. P. Balkema, 2nd vice-presi- 

dent and manager of agencies of 

Northwestern National, will be 


the host at the company dinner and 
reception Thursday evening at the 
Lighthouse Room of the Mayflow- 
er Motor Hotel. 


Qnd Day 
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MR. 4% SAYS... 
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because... Jefferson Standard Policy Dollars Are Larger 


“Mr. 4%” — the highly qualified agent 
who represents Jefferson Standard Life — 
is recognized from coast to coast as the 
symbol of larger policy dollars and skilled 
life insurance service. 

Guaranteeing 214% on policies cur- 
rently issued, Jefferson Standard for 53 
years has never paid less than 4% interest 
on dividend accumulations and -policy pro- 
ceeds left on deposit with the Company 
to provide income. This 4% rate is the 





HAPPY BIRTHDAY 


G. A. M. C!! 











highest paid by any major life insurance 
company in the United States. It is made 
possible by the Company’s long record of 
high investment earnings, unsurpassed in 
the industry. 

Now on the way to three billion dollars 
of life insurance in force, Jefferson Stand- 
ard today serves more than 425,000 families 
and ranks in the top 3 per cent of the 
nation’s life insurance companies in volume 
of ordinary insurance in force. 





Jefferson 


LIFE INSURANCE COMPANY 


The Company’s unexcelled, long-range 
program of training and study serves to 
develop maximum skill and knowledge. 
Opportunities for advanced study are made 
available at little or no cost to the agent. 

The familiar “Mr. 4%” emblem is 
registered as a Service Mark in the U. S. 
Patent Office in Washington, D. C. “Mr. 
4%” talks money because Jefferson Stand- 
ard policy dollars work harder ... and 
grow larger in terms of the financial 
security they buy. 


Viandard 


Home Office: Greensboro, N.C. 


Over Two Billion Dollars Of Life Insurance In Force 


"A JEFFERSON STANDARD POLICY 1S A DECLARATION OF INDEPENDENCE FOR THE FAMILY” 
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Sees Need For Confidence 


(CONTINUED FROM PAGE 24) 

had sold something of substance. 
Many of the companies which 
have sown the wind are only begin- 
ning to reap the whirlwind. It is 
inconsistent, is it not, for a com- 
pany to expect an agent to handle 
a loan for a policy-owner with no 
commission to the servicing agent 


agent or broker a 50% or even 
higher commission on a paper pre- 
mium, a portion of which is never 
received by the company for in- 
vestment in our economy. 

Several factors make the re- 
placement problem particularly 
difficult to deal with. One, of 
course, is that although it can be 


—yet at the same time pay another stated as a general rule that re- 


placement is not usually in the 
best interests of the policy-owner, 
there are exceptions. 


Blanket Prohibition Outlawed 


If the insurance industry were to 
attempt a blanket prohibition of 
all replacements, including those 
which are demonstrably in the 
policy-owner’s best interests, this 
would, of course, constitute re- 
straint of trade. Furthermore, if 
the policy-owner were locked into 
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Fifty years of service to our fellow Americans brought to you 
by what we believe to be the most outstanding salesmen in the industry. Be 
your insurance needs individual or business, your friendly Pan-American 
representative can serve you best. Call him with confidence, for the best in 


insurance and service. 


Pan-American Life Insurance Company 


Birmingham, Alabama 
Florence, Alabama 
Gadsden, Alabama 
Mobile, Alabama 
‘Tuscaloosa, Alabama 
Phoenix, Arizona 
Blytheville, Arkansas 
Little Rock, Arkansas 
Marvell, Arkansas 
Denver, Colorado 
Ft. Lauderdale, Florida 
Jacksonville, Florida 
Lakeland, Florida 
Leesburg, Florida 
Miami, Florida 
Miami Shores, Florida 
Orlando, Florida 
Pensacola, Florida 
‘Tallahassee, Florida 
‘Tampa, Florida 

Vest Palm Beach, Florida 

t Georgia 


‘> treorgia 


NEW ORLEANS, U.S.A. e 


A MUTUAL COMPANY 


Offices in the Following Cities to Serve You 
UNITED STATES 


Columbus, Georgia 
Waycross, Georgia 
Chicago, Illinois 
Washington, Illinois 
Fort Wayne, Indiana 
Indianapolis, Indiana 
Muncie, Indiana 
Kansas City, Kansas 
Manhattan, Kansas 
Wichita, Kansas 
Hopkinsville, Kentucky 
Lexington, Kentucky 
Louisville, Kentucky 
Alexandria, Louisiana 
Baton Rouge, Louisiana 
Lafayette, Louisiana 
Lake Charles, Louisiana 
Monroe, Louisiana 
Natchitoches, Louisiana 


New Orleans, Louisiana. 


Shreveport, Louisiana 
Annapolis, Maryland 
Silver Spring, Maryland 


Jackson, Mississippi 
Clayton (St. Louis), Missouri 
Kansas City, Missouri 
Newark, New Jersey 
Trenton, New Jersey 
Raleigh, North Carolina 
Athens, Ohio 

Canton, Ohio 

Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 

Lima, Ohio 

Newark, Ohio 

Toledo, Ohio 

Zanesville, Ohio 
Oklahoma City, Oklahoma 
Tulsa, Oklahoma 

Indiana, Pennsylvania 
Johnstown, Pennsylvania 
Meadville, Pennsylvania 
Philadelphia, Pennsylvania 
Pittsburgh, Pennsylvania 
Florence, South Carolina 


Ridgeland, South Carolina 
Chattanooga, Tennessee 
Memphis, Tennessee 
Nashville, Tennessee 
Abilene, Texas 
Amarillo, Texas 
Austin, Texas 
Beaumont, Texas 
Corpus Christi, Texas 
Dallas, Texas 

El] Paso, Texas 

Fort Worth, Texas 
Houston, Texas 
Lubbock, Texas 
Odessa, Texas 

San Antonio, Texas 
Shiner, Texas 

Tyler, Texas 

Wichita Falls, Texas 
Norfolk, Virginia 
Elkins, West Virginia 
Nitro, West Virginia 


Parkersburg, West Virginia 


LATIN AMERICA 


Bogota, Colombia 
Barranquilla, 

Colombia 
Bucaramanga, 

Colombia 
Cali, Colombia 
Ibagué, Colombia 
Manizales, Colombia 
Medellin, Colombia 
Guayaquil, Ecuador 
Quito, Ecuador 
San Salvador, 

El Salvador 
Guatemala City, 

Guatemala 
Tegucigalpa, Honduras 
Managua, Nicaragua 
Panama, 

Rep. de Panama 
Santurce, Puerto Rico 
Ciudad Trujillo, 

Rep. Dominicana 


Caracas, Venezuela 
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a transaction, it would encourage 
all sorts of trickery in the making 
of the initial sale. 

The industry—and that includes 
all segments—must take renewed 
and increased steps to curb re. 
placements which are not in the 
interests of the policy-owning pub- 
lic and which produce duplication 
of acquisition costs or, even worse, 
the loss of cash values already cre- 
ated. 

The regulatory authorities also 
have a responsibility in this but 
we must not lose sight of the fact 
that to the degree the regulatory 
authorities step in, to just that de- 
gree has the industry—home of- 
fices and the field—failed to solve 
its own problems. Our problems 
will not be solved by regulatory 
authorities or controls, for by this 
method, which may be necessary to 
even greater extent than already 
exists, we will lose prestige and 
confidence of our buying public, 


Dual Licensing A Problem 


A problem, in my opinion, is dual 
licensing, for there must be a con- 
flict of interest when the licensee 
has the option to sell what he can 
rather that what the client needs 
to solve his problems. Naturally, 
mutual funds and equities have a 
place in a balanced account but 
first, there must be an adequate 
and well-planned life insurance 
program—by adequate I mean 
more than just a modest amount. 

It is possible, but not a foregone 
conclusion, that most, or all, life 
insurance companies will eventual- 
ly find a place for expandable 
equity offerings in their marketing 
programs without affecting the 
guarantees in the contract. 


Equitable Of lowa Hosts 


Acting as hosts for the company 
reception and dinner of Equitable 
of Iowa at the Summit Room of the 
Diplomat Motor Hotel on Thurs- 
day evening will be: K. R. Austin, 
agency vice-president; T. L. Co- 
bine, agency secretary; F. L. Gay- 
lord, field training supervisor; H. 
S. Jacobs, superintendent of agency 
administration; L. M. McClusky, 
regional superintendent of agen- 
cies, and J. R. Ward, vice-president 
and director of agencies. 


Lincoln National Dinner 


The home office representatives 
who will be hosts at the company 
dinner of Lincoln National Life 
Thursday evening in the Denver 
Room of the Denver-Hilton Ho- 
tel will be Henry W. Persons, vice- 
president; J. E. Rawles, 2nd vice- 
president; Willard C. Brudi, 2nd 
vice-president, and W. T. Stinch- 
comb, assistant superintendent of 
agencies. 


Here From Pacific Fidelity 


Wayne J. Herring, vice-president 
and director of sales of Pacific Fi- 
delity Life, and George F. Whelan, 
assistant to vice-president of sales, 
are attending the convention as re- 
presentatives of their home office. 
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Seek To Separate 
Public’s Education 
From That Of Agents 


Emphasis at the meeting of the 
NALU committee on education 
and training was 
very definitely 
on consumer 
education as dis- 
tinguished : from 
agent training 
and education. It 
was even pro- 
posed by several 
members of the 
committee that 
these two func- 
tions be handled 
by separate committees. One mem- 
ber suggested that the trustees re- 
consider the handling of these jobs 
and split them between two com- 
mittees, with perhaps the public 
relations committee handling the 
consumer education role. 

Ralph Lutz, Wilmington, Del., 
said that “it’s later than we think; 
we should be working on it day 
and night.” He proposed more in- 
tensive activity, even if it meant 
adding another headquarters staff 
member to handle it. 





Jack A. Stewart 


Doesn’t Have Time 


Mrs. Kathryn Learned, New 
York Life, Normal, IIl., said the 
agent just doesn’t have the time to 
educate every prospect he calls on. 
He should be able to rely on the al- 
ready established educational in- 
stitutions to educate the public on 
life insurance. In this connection, 
Robert C. Singer, assistant direc- 
tor of promotion and advertising 
of Institute of Life Insurance, said 
earlier that 3 million pieces of edu- 
cational material had been sent to 
high schools and primary schools 
—all as a result of voluntary re- 
quests by teachers. 

The committee chairman, Trus- 
tee Jack Stewart, Phoenix Mutual, 
Cleveland, said the 17 courses that 
were offered in the family finan- 
cial workshops of the institute have 
been doing a good job of teaching 
the teachers and the local associa- 
tions should seek out these teach- 
ers and approach them about be- 
ginning courses for high school and 
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At the Ameri- 
can Society of 
CLU regional 
new _ candidate 
committee 
breakfast: 
Seated, Lloyd 
Lafot, New York 
Life, Los Ange- 
les; Leo Futia, 
Guardian Life, 
Buffalo, and 
James P. Poole, 
Guardian Life, 
Atlanta; stand- 
ing, John K. Lu- 





ther, Aetna Life director of training. Mr. Poole is the society’s vice- 
president elect and the others are directors. 





High-Level Parleys 
Held In 32 States On 
Industry Problems 


In the two years that the com- 
mittee on agency problems has 
been in opera- ‘ 
tion, conferences 
have been held in 
32 states by state 
associations with 
presidents of do- 
mestic compa- 
nies, Ellen Put- 
nam, National 
Life of Vermont, 
Rochester, N.Y., 
committee chair- 
man, reported. 

These conferences are regarded 
as being of significant value in 
promoting greater understanding 
of high-level problems common to 
the field and the home offices. 
Problems included replacement, 
agent compensation, jumbo and 
association group. 


Republic National Officials 


Attending the convention as 
representatives of Republic Na- 
tional Life are H. R. Hunke, vice- 
president and agency director, and 
E. R. Nadalin, assistant vice-presi- 
dent and director of brokerage. 





Ellen Putnam 





primary school pupils. 

Ralph Falco, Amsterdam, N.Y., 
said the local associations’ educa- 
tional committee chairmen are get- 
ting all the help they need from 
the institute; the problem is that 
not enough of the local chairmen 
are making use of the material. 


Optional Nature Of 
Federal Chartering 
Proposal Stressed 


(CONTINUED FROM PAGE 1) 


man said: “It reflects what to 
many of us may be an unwelcome 
but apparently undeniable fact— 
that with the growing complexity 
of our national and international 
economies the government has 
been playing and is likely to con- 
tinue to play an increasing role. 
While recognizing the inevitability 
of government intervention in the 
economy, the commission’s rec- 
ommendations are primarily re- 
stricted to policies that have a 
generalized, impersonal effect and 
avoid those policies that would in- 
volve the government in detailed 
regulation of the economy. The re- 
port contained many recommenda- 
tions which if adopted, should 
make our country stronger, our 
economy more stable and our peo- 
ple better off. Consequently I 
think the results more than justify 
the time, effort and money that 
have gone into the commission’s 
work, and should prove significant 
for these times.” 

Following Mr. Freeman’s talk, 
he was asked questions on the re- 
port by a panel comprising Carr 
R. Purser, Penn Mutual, New 
York City, retiring chairman of 
General Agents & Managers Con- 
ference, Lester A. Rosen, Union 
Central, Memphis, chairman-elect 
of the 1962 Million Dollar Round 
Table, and R. Edwin Wood, Phoe- 
nix Mutual, San Francisco, NALU 
trustee. 
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Thelma Davenport 
States Platform 
In Form Of Creed 7 





Following is 
the trustee candi- 
date platform of 
Thelma Daven- 
port, Northwest- 
ern Mutual Life, 


Washing- 
ton, D. C. 
Thelma Davenport 
I believe that a candidate for 


NALU trustee should look upon 
the position of trustee as a grave 
responsibility and as an opportu- 
nity to apply experience and con- 
victions to the problems that come 
before the board. 

I believe that a candidate must 
believe wholeheartedly in the 
unique and protective role perma- 
nent cash value life insurance 
plays in the economic life of the 
individual and in our national eco- 
nomy. 


Favors Pilot Programs 


I believe that a candidate can 
best support NALU’s program ot 
educating the public on the values 
of life insurance through the new 
“Project Understanding” pilot pro- 
grams to be initiated this fall in 
Ohio and the District of Colum- - 
bia. 

I believe that the waiver or re- 
placement of cash value life insur- 
ance being experienced today is a 
reflection upon the integrity of the 
life insurance business at all levels, 
home office, field management and 
agent. 


Asks Closer Liaison 


I believe there should be closer 
liaison between NALU and the 
local associations and that services 
to the local associations should be 
increased, because in these “grass 
roots” lie our strength. 

I believe that one of NALU’s 
most helpful contributions to local 
associations is in the area of leg- 
islative counsel. By implementing 

(CONTINUED ON PAGE 41) 





GREETINGS TO THE 
N. A. L. U. AT DENVER 


From the 


NEWARK GENERAL 
AGENTS & MANAGERS 





Newark, New Jersey 


J. S. DEY, 
Branch Manager 
THE MANUFACTURERS LIFE 
INSURANCE COMPANY 


10 Commerce Court 


Bill Meeker CLU, Brokerage Mgr. 


MArket 2-0621 


Paul L. Guibord and Associates 
MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 

494 Broad St. 


PAUL L. GUIBORD 


General Agent 


Newark 2, N. J. 








General Agent 
DOMINION LIFE 


10 Commerce Court 
MArket 2-5990 





SIDNEY E. LEIWANT, C.L.U. 


ASSURANCE COMPANY 
Newark 2, N. J. 


300 Main St. 








HENRY LEVINE, GENERAL AGENT 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


ORange 3-9090 


East Orange, N. J. 








EDWARD C. JAHN, C.L.U. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
494 Broad St. 


General Agent 


Newark 2, N. J. 
MArket 3-4044 
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Says Facts Justify Sales Optimism 


(CONTINUED FROM PAGE 2) 


and came up with an alternative 
which we believe will work better 
for us. The plan will give agents a 
well-defined and selected market. 
Based on a definite system, we 
shall provide our agents—particu- 
larly those who are new—with an 
informative list of “orphan” policy- 
holders. The lists will be sizable 
and will be good names of previous 


Prudential buyers who will be ad- 
vised in advance of the calls. This 
will be a continuing process. 


Can Be Very Productive 


There is more to the system, of 
course, than can be detailed here. It 
will be an important help in pros- 
pecting. We believe that such a 
debit can be made very productive 
to the agents who will use it. This 


development of personal contacts 
with policyholders will be a 
“must” for the ordinary industry 
in the decade of the ’60s. 

Self Development Will Pay Off: 
It seems to me that we are living 
in an age of specialization and that 
there will always be a demand for 
the skillful life underwriter who 
specializes in family protection and 
in business and estate insurance. 
There can be no question but what 
the years ahead will be increasing- 
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Times were never better for sales of Pension Trusts...More than 
half a million small companies (firms employing 50 people or less) 
are discovering every day... they need Pension Trusts! The secur- 
ity provided by Pension Trusts reduces costly labor turnover, retains 
valuable employees, prevents “job shopping” for fringe benefits, 
and increases efficiency by retiring over-age personnel...BUT, 
most “Small Business Men” feel they‘re too small to do anything 
about it! There’s your market!! Your prospects will be happy to 
know that Pension Trusts can be totally tax deductible... that 






Security Mutual tailors its plans to meet the needs characteristic 
of small business. Here is a Pension Trust Plan that you have been 
waiting for...SECURITY MUTUAL’S Pension Trust Service...de- 
signed to build BIG BUSINESS... for YOU! 


Contact your Security Mutual General Agent today, or write 
SECURITY MUTUAL INSURANCE COMPANY OF NEW YORK 


= s_your security our mutual responsibility 


BSIEXCHANGE STREET, BINGHAMTON, NEW YORK 


Richard E. Pille, President. 


Robert M. Best, C.L.U. 
Vice President—Agencies. 
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ly competitive. More college. 
trained people will be entering the 
insurance ranks and greater con- 
tinuing self-development will be 
required. The best way for those to 
get ahead who really want to make 
the grade in this industry of ours 
is to be willing to pay the price. 

The price tag is to work hard, 
work intelligently, and study to 
improve yourselves. 

The only way, as I see it, is to 
pursue well your company training 
plans, LUTC and CLU programs, 
and other industry opportunities, 
Professionalism in life insurance 
or anywhere else has to be earned 
over an extended period of time by 
conscientious devotion to the ca- 
reer to be mastered. In the field 
of knowledge training, you are go- 
ing to see increasing use of new 
teaching techniques, such as visual 
materials and programed tutoring 
methods. While we have made 
good progress in knowledge train- 
ing of our salesmen, the real chal- 
lenge is in the skill training area, 
I don’t know what the future 
promises. However, I am sure you 
will see agents better trained by 
new methods which must be found 
to teach the skills part of the job. 


Quotes C. F. Manning 


As Charles F. Manning, vice- 
president of the Reynolds Metals 
Co., said so well at the annual mar- 
keting meeting last week of the 
National Industrial Conference: 
“A new concept is arising: that of 
shaping and reorienting the sales 
and marketing organization so it 
better serves the customer rather 
than the convenience of the com- 
pany making the product.” 

Strengthening Of Old Concepts: 
One of the more encouraging signs 
that I see in the market-place is 
the renewing of the people’s faith 
in permanent life insurance with 
its living protection for insured 
and beneficiary alike. Despite the 
surface flurry of the “buy term and 
invest the rest” philosophy, funda- 
mentally I believe that the public 
is convinced that ownership of 
permanent value life insurance is 
sound and wise. Their answer to 
the theory that life insurance is not 
a good buy in the face of a rising 
price level is eloquently given in 
the LIAMA-LUTC study, “Life 
Insurance in Focus.” There it 1s 
clearly set forth that while the 
public recognizes the possibility of 
inflation, people overwhelmingly 
feel that such a trend should not 
deter them from buying life insur- 
ance. In fact, nearly half of those 
interviewed believe that more 1n- 
surance should be added. 

And why should this surprise 
us? Our democracy itself rests on 
the strong foundation that the peo- 
ple will come up with the right 
answers at the right time. They 
know what life insurance can mean 
in times of personal stress. They 
feel, even without having read it, 
all the emotions of that powerful 
story, “Now I Walk Alone” in the 
Saturday Evening Post. They need 
only the expert counsel of the life 
underwriters of America to remind 
them that the time is now. 
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Urges Doing More For Agents 


(CONTINUED FROM PAGE 20) 
calls and interviews during these 
first two weeks that the butterflies 
just fan out.” ei 

After that the supervision tapers 
off—but gradually. Plans and rec- 
ords are checked daily and joint 
work is continued when needed. 
Nothing is left to chance. The 
whole power of the agency is 


general agent assumes full respon- 
sibility not only of giving this man 
the necessary skills and work hab- 
its, but of putting commissions in 
his pocket in an amount that will 
assure his success. These general 
agents are dedicated builders. They 
aren’t just recruiting men into the 
business, they are maturing them in 
the business. They have accurately 
appraised the difficulties and the 


problems involved and then have 
established organized procedures 
for solving them. They have engin- 
eered the job. 

Ah, but you may say that this 
kind of intensive supervision and 
help will make leaners of the agents. 
Gentlemen—for every agent who 
has been made a leaner by intensive 
supervision I can show you 10 who 
have failed for lack of it. 

Yes, a great agency manager is 
deeply devoted to the success of 
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each member of his organization; 
he implements that interest through 
intensive supervision; and he pro- 
vides strong leadership. Show me 
an agency manager who is really 
successful, and I'll show you a 
strong man every time. 


Paul Revere Life is represented 
at the convention by Edward R. 
Hodgkins, vice-president, and Rob- 
ert L. Yackels, director of life sales. 


thrown behind that new man. The 
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SAN FRANCISCO 
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MANAGERS 


EXTEND BEST WISHES 


TO THE 
72nd ANNUAL 


N.A.L.U. MEETING 





J. DENNY NELSON 


General Agent 
AETNA LIFE INSURANCE CO. 
“Brokerage Service’”’ 
Telephone YUkon 2-4040 


220 Montgomery St. San Francisco 4 


DAVID S. KAMP and ASSOCIATES 
General Agents 
Harry W. Day, Ass't. Gen’. Agent 
Brokerage Service 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
Exbrook 2-0888 
333 Pine Street San Francisco 4 


A. P. CARROLL, C.L.U. 
Agency Manager 
THE EQUITABLE LIFE 
ASSURANCE SOCIETY 


Exbrook 7-0800 
120 Montgomery St. San Francisco 4 








THE E. A. ELLIS AGENCY 


Gerald C. Stefan, Asst. Gen’l. Agent 
John F. Lodato, Ass’t. Gen’l. Agent 
Sy Raboy, Ass’t. Gen’l. Agent 
George Hauck, Ass’t. Gen’l. Agent Brokerage Dept. 


NATIONAL LIFE INSURANCE COMPANY 
YU 1-7676 


550 Montgomery St. San Francisco, Calif. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


114 Sansome Street San Francisco 4, Calif. 
PAUL R. HOFFHOUS, Branch Manager, Suite 612 
JAMES C. RYAN, Group Manager, Suite 511 
YU 2-9170 
Life, Group, Non-Cancellable 
Sickness & Accident 


GORDON F. CANTELON 


Branch Manager 


THE GREAT WEST LIFE 
ASSURANCE CO. 

Garfield 1-0817 
Suite 1301 Russ Building 


San Francisco 4 








HENRY A. SCHOKNECHT, Ill 


Manager 


THE FIDELITY MUTUAL 
LIFE INSURANCE CO. 


Douglas 2-1309 
550 Mills Tower 220 Bush Street 
San Francisco 4 


V. G. BENEDICT 


General Agent 
E. E. Thomas, Brokerage Mgr. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 
GA 1-8156 


433 California St. San Francisco 4 


LEO A. GANSMILLER, C.L.U. 


General Agent 
William J. McAfee, Brokerage Manager 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Exbrook 2-1780 


315 Montgomery Street San Francisco 4 








LINWOOD L. MEACHAM 


Gen'l. Agent 
Kenneth L. Dunbar Ass’t. Gen. Agent 
Ralph W. Hall Supervisor 
William B. Nitzel Supervisor 
(ln 
MuTuALf/eiee INSURANCE COMPANE 
Yukon 1-1070 
John Hancock Bidg. 
San Francisco 4, Calif. 


8th Floor 
225 California Street 











B. W. WALKER 


Inspector of Agencies 


NEW YORK LIFE 
INSURANCE COMPANY 


Douglas 2-6820 


433 California St. San Francisco 








MANHATTAN LIFE OF NEW YORK 
DONALD L. ZENTMEYER 


General Agent 


Specializing in Your Underwriting Problems 


Sea chiaciel: ry Bp 
Groups erUGee v . 


Sutter 1-654 


San Francisco 4 
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NALU To Hammer At 
Tax Cost Of Boosts 
In OASDI Benetits 


If further expansion of social se- 
curity benefits is to be checked, it 
will be because of the higher taxes 
that will be needed to support it, 
said Franklin M. Nice, Provident 
Mutual, Reading, Pa., in opening 
the meeting of the social security 
committee. He presided in the ab- 
sence of Albert C. Adams, retired 
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general agent of John Hancock at 
Philadelphia, who could not be 
present because of illness. 

Mr. Nice said that because of 
this necessity for tax increases, the 
NALU opposition to benefit ex- 
pansion would be based on the 
need for tax boosts. Education is 
the big job of the committee, he 
said, adding that a complete re- 
vision of the NALU educational 
film on social security is now in 
process. He emphasized that the 
use of the film by NALU members 
throughout the country is one of 


the most effective means of reach- 
ing the public. 

Regarding the proposal to use 
$2,500 for research into the possi- 
bility of suing to force the federal 
government to discontinue using 
insurance terminology for social 
security “the committee does not 
feel that this is a fruitful objective.” 

Mr. Nice urged support of the 
Kerr-Mills type of bills in state 
legislatures, a way of warding off 
the kind of health care measure 
sought by the Kennedy administra- 
tion. 





WHAT IS 
Walt Sqwedé 
SECRET 

of SUCCESS ? 


When Walt Szwed joined Acacia in 1943, he was a well-established 
life insurance man with 14 years’ experience with one company, and a 
C.L.U. Degree to his credit. Asked what prompted his initial interest in 
a career with Acacia, Walt merely stated “the opportunities offered.” He 
was 36 years of age at the time, married, and the father of two children. 

Walt’s decision that the opportunities were greater with Acacia was 
certainly a sound one. As an Acacian, he became, for the first time, a 
Million Dollar Producer and now holds Qualifying and Life Repeating 
Membership in the Million Dollar Round Table. He consistently ranks 
high among Acacia’s top producers and is the only man to earn three 
successive terms as President of our honor organization—The Quality 


Club. 


He has nearly $14 million of business in force to his credit upon 
which he receives the monthly income provided for under the unique 
compensation provisions of his “Opportunity Contract.” In addition, 
Walt can look forward to receiving an ever-increasing monthly income 
on his total business in force throughout his entire Acacia career. 

What is Walt Szwed’s secret of success? Actually, there is no secret 
—he is a dedicated life underwriter who wholeheartedly believes in life 
insurance specialization, as practiced at Acacia. Whether calling on a 
client or a new prospect, Walt has a single purpose—to help him create 
a sound life insurance estate. At his rate of income, he places a high 
value on each hour of his working day—the same as any specialist 


would do. 


Acacia is proud of Walt Szwed and all of our other career life 
insurance salesmen and saleswomen who have found their own secret 


of success in life insurance specialization . . . at Acacia. 


ACACIA MUTUAL LIFE INSURANCE COMPANY 


“‘Where You Get Tomorrow’s Protection Today” 


Home Office: Washington, D.C. 
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Companies Found 
Still Soliciting 
Servicemen’s Kin 


By R. B. MECKLENBORG 
Editor Diamond Life Bulletins 


Considerable evidence —was 
brought out at the meeting of the 
committee on affairs of veterans 
and service-men that in spite of a 
Defense Department letter last 
July requesting companies to dis- 
continue mail solicitation of par- 
ents of servicemen, companies are 
still continuing the practice. It was 
emphasized at the meeting that the 
companies had agreed to stop it. 


Buchanan Chairman 


The committee chairman, Tho- 
mas R. Buchanan, New York Life, 
Arlington, Va., urged NALU mem- 
bers to work through the insurance 
department in the states where 
these companies are domiciled. He 
said the letters were being sent by 
companies in Arizona, Texas, Ok- 
lahoma and Colorado, among 
others. 

" Russell C. Crowell, Provident 
Mutual, Fayetteville, N.C., exhib- 
ited 20 letters received by the par- 
ents of one member of the marine 
corps. These letters were all re- 
ceived within a single month. A 
new wrinkle is to send with the 
solicitation the actual policy, with 
a parent named as beneficiary and 
the son as the insured. The letters 
were turned over the NALU Gen- 
eral Counsel Carlyle Dunaway, so 
that NALU will have a complete 
list of companies that are doing 
this, and the states in which they 
are domiciled. 


Losing Veterans Support 


Mr. Buchanan said that while the 
perennial Long amendment tack- 
ing the reopening of NSLI on to 
various veterans bills would un- 
doubtedly come up again next year, 
there seems to be a good chance 
that veterans groups may with- 
draw their support of the amend- 
ment because of Sen. Long’s per- 
sistence in adding the amendment 
to other veterans bills whose 
chance of passage is hurt because 
of opposition to the Long amend- 
ment. 


Much Greater Threat 


HR 7655, which would provide 
for group creditor insurance on 
veterans administration mortgages, 
is a much greater threat to the life 
insurance business than the Long 
amendment, Mr. Buchanan de- 
clared. He said the measure 15 
being supported by some compan- 
ies, which hope to write the insut- 
ance. He did not name any. Eugene 
M. Thore, vice-president and gen- 
eral counsel of Life Insurance Assn. 
of America, said LIA is on record 
as strongly opposing the bill. He 
said he knew of no companies that 
had actively supported it but he 
had heard that some had expressed 
interest in it. 








2nd | 


Con 


Con 
resse 
NALI 
mittee 
Teach 
New — 
the co 
and 0} 
the Ca 
Wal 


chuset 








y 


4 


Here’ 
GEN!) 


oppor 
of a 1: 


Write t 
sales vi 
mation 
opening 
Life. Fi 
40-year 
your li 
Califor: 
liberal « 
ing a g 
with ma 
Californ 
Write or 


he, fe ae oe 


CALI 
INS 


Dept. F. 


Oak 
General ag 
in: Alaska, | 





day 


Oo 


de Le ee ee es eta 








_* 


9nd Lay 


NALU CONVENTION DAILY, SEPTEMBER 28, 1961 


Concern Told Over TIAA Tax Advantage 


Considerable concern was ex- 
ressed at the meeting of the 
NALU state and legislation com- 
mittee about promotion activities of 
Teachers Insurance & Annuity of 
New York in college towns, since 
the company has a tax advantage 
and operates through grants from 
the Carnegie and Ford foundations. 

Walter S. Hopkins Jr., Massa- 


chusetts Mutual, Morgantown, 


Life is 
Different 
in 
California 
Life 











é 


Here’s your 
GENERAL AGENCY 


president of the West Virginia as- 
sociation said that in Morgantown, 
a university town, the faculty con- 
stitutes a considerable share of the 
local life insurance market and the 
TIAA competition had _ been 
strongly felt. The life underwriters 
association brought to the insur- 
ance commissioner’s attention the 
fact that the company is not li- 
censed in West Virginia, where- 
upon the attorney general held the 
company’s group pension plan to 
be void, even though Teachers 
I. & A. had won the contract on a 
competitive bid basis. 

This so incensed the faculty 
members that a good many of 
them are taking the stand that 
they won’t do business with regu- 
lar life insurance men in Morgan- 
town. 

Mr. Hopkins said this might 
even extend to agents anywhere in 
the state. He said this situation 
might well arise in other states, 
since Teachers is not licensed out- 
side of New York State but does 
business by mail. However, this is 
not sufficient protection for the 
company apparently, since it has 
been held that representatives of 
Teachers going to a university to 
see about a case are acting as 
agents of an unlicensed company. 

The states have a financial stake 
since the company avoids the usual 
premium tax. 

Oren Pritchard, 2nd vice-presi- 
dent of Union Central Life and a 
past president of NALU, also 
stressed the competitive advantage 
enjoyed by Teachers I. & A. He 
said that in Indiana, where he was 
formerly a manager for Union 





Life 
Underwriters 
Are 


Growing! 


Throughout the years we of Liberty 
National Life Insurance Company 
have recognized the great strides for- 
ward being made by the Association 
of Life Underwriters. Through the 
meetings of its membership common 
problems are shared and discussed, 
sound selling methods are devised 
and good agency practices are pro- 


moted. 


Through this, life underwriters are 
not only rendering better service to 
their policyholders, but are enhanc- 
ing their prestige, building self-con- 


fidence and increasing their income. 


LIBERTY NATIONAL LIFE 


Central, it was only necessary to 
opportunity ask the commissioner, Do you [ NSU RANC F C 0 M PA NY 
of a lifetime know that TIAA representatives 


Write today to Byron Anderson, 
sales vice president, for full infor- 
mation about a general agency 
opening for you with California 
Life. Find out how this dynamic 
40-year-old company can make 
your lifework more rewarding. 
California Life-size commissions, 
liberal contracts. If you are seek- 
ing a general agency situation 
with maximum growth potential, 
California Life is the life for you. 
Write or wire Mr. Anderson today. 


are calling on the university, and 
are they licensed? The commis- 
sioner called the university and 
asked that the next time any rep- 
resentatives of the company were 
coming to call, they stop by the 
department first. This put a stop to 
personal solicitation and forced the 
company to rely on the mails. 

A feature of the committee meet- 
ing was a talk by Donald C. Burns, 
executive vice-president of the Cal- 
ifornia association, who repeated 


BIRMINGHAM, ALABAMA 
Frank P. Samford, Jr., President 











ANALYZE YOUR 5 MOST RECENT SALES... 


Why Buy life Insurance ? 


the talk he gave earlier at the 
meeting of the Executive Secre- 
taries Conference, telling about 
California legislative activities. It 
is based on closely coordinated 
work of both staff and volunteer 
workers and has proved highly ef- 
fective. In some cases it has been 
necessary to oppose the companies 
and the association hasn’t hesitated 
to do so, he said. 

The legislative setups in Ari- 
zona and Florida were also de- 
scribed in some detail. 

Because of the serious illness of 
the committee chairman, Frank 
McNamara, Old Line Life, Wauke- 
sha, Wis., the meeting was con- 
ducted by the vice-chairman, 

ineto Sere : Frank Akers Jr., Prudential, At- OF 
‘.paadlipall Se District of Colenbie, lanta, and Joseph B. Davis, Home, INDIANAPOLIS 


i : New York, Detroit, NALU trustee. 


the beneficiary for each doliar of prem- 
ium paid!) 

Q. Were they purchased for business in- 
surance reasons? (Take a look at our 
competitive Professional Executive 
Plan!) 


Q. What other reasons are there to buy 
life insurance? (In any case, Standard 
Life has the best deal for YOU!) For 
more details write me today. 


Many VU. Wade, President 


Q. Were they purchased for purely invest- 
ment reasons? If they were would a 
mutual fund contact have helped you? 
(We can show you how to qualify in that 
field, in fact, we have the first retirement 
program of its kind in the world!) 





Q. Were they purchased for protecting 
“Mary and the kids'’—giving the widow 
a lifetime income in event of the bread- 
winner's death? (Compare our ability to 
pay more dollars of lifetime income to 


CALIFORNIA LIFE 
INSURANCE CO. 


Dept. F. 4400 MacArthur Blvd. 


Oakland 19, California 


General agency opportunities now available 
in: Alaska, Alabama, Arizona, California, Colo- 
¢ Fado, Florida, Idaho, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 


LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona ¢ California « Colorado * Connecticut « Delaware « Fiorida « Georgia 
Hawaii « lilinois « Indiana e lowa e Kentucky e Louisiana e Maine e Maryland e Massachusetts « Michigan « Minnesota e Missouri 
New Hampshire « North Dakota ¢ Ohio « Pennsylvania ¢ South Dakota « Tennessee « Utah © Virginia « W. Virginia « D. of C. 
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(CONTINUED FROM PAGE 2) 
the debt limit will have to be in- 
creased again. And it now hovers 
around $300 billion. 

And what does all this mean? 
Inflation. And I don’t have to tell 
you what continued inflation will 
do to pensions, life insurance equi- 
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Schriver Discusses Insurance Trends 


ruined the economy of many na- 
tions, and it can ruin our own. 
Yes, even the United States can go 
broke: and if that should happen, 
the economy of the world would 
be doomed. 

Now what can we do about it? 
We can exercise our prerogatives 


say, “I wish some people would 
call on me who believe in the pres- 
ervation of the free enterprise sys- 
tem.” He complained that there 
was a steady stream of humanity 
coming to his office, but they were 
job seekers, do-gooders, influence 
peddlers, name-droppers, pressure 


2nii Day 


in the economic consequences of 
their requests. And then he said 
“Where are the business leaders— 
the presidents of corporations, of 
banks, or insurance companies? 
Why do I so rarely see men who 
see where our country is going?” 
Who Calls On Them? 

Do you, or does the president of 
your company ever call on your 











ties and the cost of living. 
Inflation is repudiation. It has a very 


as citizens. The other day I heard groups—and many others who congressman or your senator? If 
influential Congressman had no understanding or interest not why not? Do you know any. 
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Philadelphia’s Leading 


General Agents and Managers 


Send Cordial Greetings to the 


N. A. L. U. 
72nd Annual 
Convention 





FREDERICK G. HIGHAM 


AGENCY, INC. 
GREAT WEST LIFE 
ASSURANCE COMPANY 
344 N. Broad Tel: LO 3-2783 








BENJAMIN M. GASTON, C.L.U. 
Branch Manager 
NORTH AMERICAN LIFE 
ASSURANCE COMPANY 
1830 Philadelphia Natl. Bk. Bldg. 
LOcust 3-8163 


H. S. BAKETEL, JR., C.L.U. 
General Manager 
UNION CENTRAL LIFE INS. CO. 


6 Penn Center Plaza Tel: LO 7-2442 


FINKBINER COMPANY, GEN. AGT. 


And Associates 
A.C.F. Finkbiner, C.L.U. 
A.C.F. Finkbiner, Jr., C.L.U. 
THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


1405 Locust St. Tel: KI 6-1234 








THOMAS F. IRWIN and ASSOCIATES 
PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


3 Penn Center Plaza Tel: LOcust 8-0535 


FRED VAN URK AGENCY 
Representing 
UNITED BENEFIT LIFE 
INSURANCE COMPANY 
123 South Broad St. Tel: KI 6-1500 


ROBERT B. ARMSTRONG 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza Tel: LOcust 8-2920 











GLEN W. ROSE 
Manager 
DOMINION LIFE 
ASSURANCE COMPANY 
121 S. Broad KIngsley 5-6925 





THE MAC LEAN AGENCY 

MASSACHUSETTS INDEMNITY 
and ; 

LIFE INSURANCE COMPANY 


Robert C. MacLean, C.L.U., Brokerage Manager 
2 Penn Center Plaza LO 7.2121 


JOSEPH L. TUPY, JR. 
Manager 
PHOENIX MUTUAL LIFE 
INSURANCE CO. 
1200 Philadelphia Natl. Bank Bldg. 
LOcust 8-6650 
We Solicit Your Surplus Business 
Non Cancellable AS H—Life—Group 








L. V. DRURY 
Manager 
SUN LIFE ASSURANCE COMPANY 
OF CANADA 
121 S. Broad St. Tel: PE 5-4600 











GORDON S. MILLER 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


1616 Walnut KIngsley 5-0833 
“The Business Insurance Agency” 








NORRIS MAFFETT, C.L.U. 
General Agent 
THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 
1420 Walnut Tel: KIngsley 5-5100 
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thing about the bills before Con- 
gress that, if passed, would drasti- 
cally increase your taxes? Or do 
you know about the bills which, if 
passed would make further in- 
roads into our business? Do you 
know that every time we expand 
social security, it decreases your 
opportunity to serve your clients 
and increases your and their taxes? 
Are you satisfied with what NALU 
is doing in the area of state and 
federal legislation? If not, are you 
helping with advice and _ influ- 
ence? And do you know that 
NALU is the only vehicle through 
which our voices can be heard? 
Are you satisfied with that voice, 
or would it be louder and more ef- 
fective if the field generals of 
America were in there fighting 
with the full strength of our field 
forces? 

Iam not scolding. I am just one 
of you who is scared to death as I 
watch the straws being blown by 
an unthinking, reckless and irres- 
ponsible wind. 


Anti-Replacement Wind 


Well, there are other straws in 
the wind, and in some cases there 
is indication of a good wind. Re- 
cently we have been alarmed at 
the epidemic of replacement. Some 
of it is caused by men who are not 
well enough trained to sense the 
degree of the evil involved, but 
much of it is perpetrated by some 
of our very sophisticated agents. 
We all sense the evil consequences 
of the practice and both our field 
leaders and our companies are co- 
operating in a crusade to cure the 
further spread of the disease. That 
wind is good. 

In this connection I want to 
speak of what I regard as one of 
the most outstanding achieve- 
ments in my memory. For the first 
time in history we have an official 
joint committee on field-industry 
problems, through which the field 
can communicate and cooperate 
with the home office. The commit- 
tee consists of some of the finest 
leaders at both the company and 
field levels. 


‘Guarantee Of Integrity’ 


One of the most important proj- 
ects in the years ahead will be to 
maintain the character and ability 
of the membership of this commit- 
tee. It will be our guarantee of the 
integrity and the general accep- 
tance of the committee’s findings 
and pronouncements. I rejoice that 
Bob Pitcher has accepted a posi- 
tion on this committee. His stand- 
ing with his company and the af- 
fection in which he is held by all 
who know him should be a source 
of pride, assurance, and _ satisfac- 
tion to every one of us. 

And one more thing before I 
climb down from my soap box. 
There is one straw in the wind 
that I wish I knew the meaning of. 
Recently two very good sized com- 
panies did a bit of research, and 
they both came up with the same 
answer. It consisted of a study of 
the business of all of their seasoned 
agents who were in the substan- 
tial earnings bracket. In other 
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words, they were their successful 
agents. 

The survey revealed the follow- 
ing very interesting facts: 

1. Successful agents are, on the 
average, progressively writing 
fewer cases. 

2. The average policy is sub- 
stantially larger. 

3. The average premium per 
$1,000 is substantially smaller. 


May Be Too Limited 


Now that study may not mean 
anything because it is too limited, 
but I think it is sufficiently signi- 
ficant to justify extending the re- 
search and then trying to discover 
what it means. On the basis of our 
findings so far, it suggests several 
questions: 

1. The market is becoming more 


restricted? (Group and association . . .. Of a continuing job 
group?) 

2. The successful agenst is get- — well and successfully done — 
ting lazy? 

3. Insurance men no longer be- we commend the members of 
lieve in high-premium insurance? 


4, There ta: shore and: secon aes the National Association of Life 


tomer resistance to life insurance 
as a thrift medium? 

5. We have fallen victim to the 
propaganda, “Buy term and invest 
the difference?” 

If we had the means for making 
a thoroughgoing comprehensive 
study of this phenomenon, wouldn’t 
you like to see the results? 


Occidental Of Cal. Hosts 


Occidental Life of California’s 
company dinner and_ reception 
Thursday evening in the Gold 
Room of the Denver-Hilton Hotel 
will have as hosts John A. Allison, 
2nd_ vice-president; C. Robert 
Hicks, field superintendent of agen- 
cies, and Dallis C. Endsley, assist- 
ant field superintendent of agencies 


Attending For Life Of Va. 


Serving as representatives of 
Life of Virginia at the convention 
are George L. Albright, senior 
vice-president, and Albert M. Or- 
gain, 2nd vice-president. 


Underwriters—in attendance at their 


Seventy-Second Annual Convention. 











@ 
A story of ... GR O WTH and P. R OGRESS ' 
odie eens ep ee rea 
1950 $6,527,300 $34,552,332 
1955 $12,494,145 $45,169,420 
1960 $20,638,209 $66,447,298 
Present Assets over $21 Million 
Over $70 Million Life Insurance in force. 
As the western U.S. increases in economic importance, BANKERS UNION 
LIFE keeps pace with the trend. 
Investigate our profit sharing contract and 
non-forfeitable renewals. Operating in 13 
states, offering ordinary life on par and non- 
par plans. 
BANKERS UNION LIFE INSURANCE GOMPANY 
200 JOSEPHINE . DUDLEY 8-4651 . DENVER 6, COLORADO 
A C. B. McCormick, President 
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Steps Fostering Permanent Life Cover 


(CONTINUED FROM PAGE 8) 
ume ever shown. 

5. We have no orphan policy- 
holders within our operating terri- 
tory. All policies are assigned for 
service and collection which mini- 
mizes the temptation confronting 
such policyholders to sacrifice cash 
value insurance and replace it with 
term. 

6. We were one of the last com- 


panies to issue a family plan type 
policy. 

7. We have resisted the push 
toward “one-stop service” with its 
inevitable consequences of absorb- 
ing so much premium for all the 
various fire, automobile, etc. type 
coverage. Therefore, the prospect 
feels that in order to get adequate 
life insurance he must resort to 
term insurance. 


8. We automatically include the 
additional benefits of double in- 
demnity and loss of members in 
our debit business policies which 
in turn encourages the sale of per- 
manent insurance. 

9. We constantly endeavor to 
encourage agents to conserve exist- 
ing business threatening to lapse 
by the use of the reserve element 
inherent in permanent insurance. 





Ever Seen an Actuary <2 Blow a Fuse? 
Zs Ul, 10) 


peat 









The other day we did, soon after we asked a 
Junior Actuary this question: 

“How many combinations of policy and rider 
can The Manhattan Life issue as of now? Must be 
an awful lot of ’em. There are 55 policies and 18 
riders, and most every rider can be attached to 
most any policy. Then you’ve got to figure that 
just about everything is issued up to 1,000% 
Mortality, which means, in most cases, twelve 
sub-standard tables, A through FZ. Don’t bother 
about all the ages we issue at or the different 
year-spans of each rider.” 

The Actuary scowled a bit, then stroked his 
chin as he meditated. 

All of a sudden, he started manipulating keys 
on an ultra modern, if small, computing machine. 
Reminded us of a piano virtuoso at the 
ivories. The more keys the Actuary punched, 





THE MANHATTAN LIFE 





< INSURANCE COMPANY 


Pa 


of NEw York, 
Home Office: 111 West 57th Street 
New York 19, N. Y. 





the more the machine got agitated, jumping like 
a frog. The figures in the peep holes kept getting 
bigger and bigger. 

Then it happened — FAST. The machine quit 
cold; the light went out. 

Our Actuary looked perplexed. ““Must have 
blown a fuse! Too many combinations for this 
small machine to handle,” he muttered. ‘“The big 
machine is tied up. How about coming back next 
week?” 

Sorry, but we couldn’t get the answer by press 
time. Let’s just say this for the moment: The Man 
from Manhattan Life can offer you a big range of 
sales-closing combinations. With few exceptions, 
the underwriting goes to 1,000% Mortality, 
which means a lot when you have a “tough one.” 
Call The Man from Manhattan and tell him 
your problems. 

Over $1,500,000,000 of Insurance in Force 
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This in itself encourages the sale 
of permanent insurance. 

As you can see from this, Na. 
tional Life is definitely committed 
to the sale of permanent insurance 
as opposed to term insurance, We 
feel that such a stand is in the jp- 
terest of all concerned. The satis. 
fied-client reward is much greater 
once that client realizes the agent 
did the correct job for him when 
he sold him permanent insurance 
with level premiums, built-in emer- 
gency values, and a most-favorable 
net cost. 


Big Change In 20 Years 


There are many of you here to. 
day who represent companies that 
are now referred to as combination 
companies. I am one of you, and 
am very proud to be associated 
with a combination company. Prior 
to about 20 years ago, we were 
referred to as industrial companies 
and the greatest volume of our 
business came from the sale of 
industrial business. A great change 
has taken place over these past 20 
years. Today the combination 
agents can and do write all types 
of life insurance. We are equipped 
to do the kind of selling job that 
will be in the best interest of the 
insuring public. Today the major- 
ity of our business comes from 
ordinary sales. In fact, according 
to the latest available figures, the 
combination agents are writing 
nearly one-half of all the ordinary 
business being produced in this 
country today. We as individual 
agents and the industry as a whole 
are going to be judged in the future 
by what we do today. Do we want 
to be thought of as the salesman 
who temporarily solved the client’s 
problem or the life insurance coun- 
selor who permanently provided 
for the client’s needs? 


Representing Acacia Mutual 


Serving as the _ representative 
from Acacia Mutual Life at the an- 
nual meeting, in his first conven- 
tion appearance as a home office 
official since his recent appoint- 
ment to agency vice-president, is 
Vernon R. Zimmerman. Attending 
the convention with him is Mrs. 
Zimmerman. 








Top officers of Women Leaders 
Round Table for the coming year: 
Marion I. Gilmore, John Hancock, 
Albany, and Hazel B. Shafer, 
Equitable Society, Roanoke, Va 
They are chairman and vice-chait- 
man, respectively. 
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Quality Business Unit Eyes Replacements 


(CONTINUED FROM PAGE 12) 
spreading around the world and 
that life agents from many coun- 
tries have expressed an interest in 
having a similar way of recogniz- 
ing the writing of quality business. 

A. Jack Nussbaum, president of 


Thelma Davenport 
States Platform 
In Form Of Creed 


(CONTINUED FROM PAGE 33) 
a forceful program of political ac- 
tion by our members we can help 
guide and modify bills affecting 
the institution of life insurance as 
they are being written. 

I believe that NALU is the 
spokesman for the services of the 
individual agent and that we 
should speak out against run-away 
group insurance limits or other 
wholesale methods as against the 
public interest. 


Lack Of Public Interest 


I believe that the stricter regu- 
lations that are currently being 
promulgated are in the public in- 
terest, but to the extent that they 
have been necessary, to that ex- 
tent they are a reflection of the in- 
ability or unwillingness of the in- 
dustry at all levels to conduct it- 
self in the public interest. 

I believe that we have a need to 
return to the basic principles on 
which NALU was founded, to re- 
dedicate ourselves to the preserva- 
tion of the agency system as in the 
best interest of the public, and to 
accept the responsibility for our 
actions of the past which have 
brought us into difficulty. To this 
I pledge my earnest efforts. 








Some Locals Insuring 
Against Being Sued 
By Stymied Replacers 


Some local associations are tak- 
ing the precaution of buying in- 
surance against lawsuits brought 
by disgruntled replacers whose ac- 
tivities are being curbed or stopped 
by the efforts of these associa- 
tions, it was brought out at the 
meeting of the field practices com- 
mittee, headed by R. Edwin Wood, 
Phoenix Mutual, San Francisco, 
NALU trustee. 

Jerry Travers, Dallas, said the 
association there had bought such 
coverage from Travelers at a pre- 
mium of about $130 a_ year. 
Thomas Burgess, Phoenix Mutual, 
president of the Philadelphia as- 
sociation, said the CLU chapter 
there had bought such coverage, 
but it applied only against suits by 
non-members of the chapter. 

James Douds, NALU counsel, 
emphasized the distinction be- 
tween a private action against a 
member of an organization, to ex- 
pel him or otherwise discipline 
him, and doing the same thing 
with attendant publicity. He 
pointed out that associations have 
no power to purge anyone out of 


Bi 


Northern States Life of Milwau- 
kee, said he thought the wrong 
people were being blamed for re- 
placements and excessive sales of 
term insurance and that “the ills 
are of our own making. We must 
educate our own members on the 
values of cash value life insurance.” 
He observed that “our own policy- 
holders don’t call us up to buy 





Continental American’s Planned Life Insurance Program Service, 
based on a distinctively professional concept, is an organized, 
systematic method of building clients through estate planning, and 
conscientiously providing maximum protection at minimum cost. 
The results this method produces, year after year, are significant. 


Ranked last year in the top five of all life insurance companies 
in the nation, the 1960 Continental American average policy written 
was $16,343; average policy in force, December 31, 1960, was $8,864. 


In their continuing enthusiastic practice of the principles of the 
Planned Life Insurance Program Service, Continental American 
representatives are certain to reach even greater heights of personal 
achievement. They know that better business comes 
from the increasingly better client service they are 
equipped to render—and that better business brings 
with it proportionately greater rewards. 


| Continental American Life 1 






term insurance or replace our poli- 
cies; our policyholders are sold 
term insurance or sold on the idea 
of replacing.” 

Chairman Gatling said that a 
subcommittee will be appointed to 
prepare a quality business kit to 
distribute to local associations. It 
will include seals, to be placed on 
policies, to warn against replacing. 
Another subcommittee, on replace- 
ment, was appointed to draw up a 
resolution on replacement to be 
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surance Company 


WILMINGTON, DELAWARE 
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offered to the board. 

Mr. Gatling asked for sugges- 
tions on a lifetime national quality 
award. This might be after 20 or 25 
years of qualification, or after 
reaching a specified age. 

The committee is considering 
changing the so-called exposure 
rule for the NOA from a one-year 
formula of 15 lives to a two-year 
formula of 30 lives. It will be dis- 
cussed at the LIAMA annual meet- 
ing in Chicago in November. 


ay 
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Give Varying Viewpoints At Agents’ Forum 


(CONTINUED FROM PAGE 15) 
they had made their purchases to 
hedge against inflation. 

A further analysis of responses 
showed that if an individual was 
“an investor’—that is, was an 
owner of stocks or mutual fund 
shares, or if he was a saver, a per- 
son who had a savings account or 
government bonds—he was also 
predisposed to own life insurance 


and was less likely to have lapsed 
a policy. The key point here seems 
to be that interest in saving money, 
coupled with ability to save, cor- 
relates strongly with life insurance 
ownership. 

“Buy term and invest the dif- 
ference” does not seem to have in- 
fected our public—at least that is 
what they say. 


The great increase in equity 


ownership has come about na- 
turally, with the great over-all in- 
crease in national wealth. 


Competition Vigorous 


True, there is a new and vigor- 
ous competition. Accompanying 
the growth in income has been the 
growth in the sales forces of sav- 
ings and investment institutions. 
Our competition which formerly 
came almost exclusively from con- 
sumer goods, now includes finan- 








MAN IN MOTION... 


Busy Moving Ahead, R. L. “Mac” McMillon 
is always in the center of activity. 


Mac, we commend you for your great contribution 
to your profession, service to your clients, your 


leadership as Vice President of the National 


Association of Life Underwriters, as well as your 
busy life of accomplishment. 


14nHnnnnnnenneneeeeeneeT THe enti 


yan 


Kansas City 41, Missouri 





For your example of American family life at its best— 
and to your family for sharing your time and talents 


so generously with all of us—our sincere thanks. 





Business Men’s Assurance Company 


friends and associates 





For your leadership in industry 
affairs as president of the Texas 
Assn. of Life Underwriters, the 
Texas Assn. of A and H Under- 
writers, and as vice president 
of N.A.L.U.—we thank you. 


For your travel throughout the U.S. and 
Canada, more than 75,000 miles a year in 
the service of the industry—we thank you. 








For your direction of the prog- 
ress of your company’s branch 
office 
standing sales achievements and 
for qualifying annually as a di- 
rector of company honor clubs— 
we thank you. 








For your service to your com- 
munity, your state and your in- 
dustry with unselfish zeal — we 
thank you. 


For your inspiration to all 
of us with penetrating mes- 
sages to civic, insurance 
and community groups 
and audiences everywhere 
—we thank you. 


in Abilene, Texas, out- 
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cial institutions. We must recog. 
nize and deal with this competition 
in an equally vigorous fashion. 

Is our agency system becomin 
obsolete? Will a new method of 
marketing life insurance eventual] 
replace the traditional methods so 
proudly defended by everyone 
here? Our LUTC/LIAMA survey 
reveals the apparent failure of 
many family heads to understand 
and plan in a realistic fashion for 
the economic impact their death 
would have on their survivors. The 
survey also shows that life insur. 
ance ownership objectives are low 
—that these same family heads are 
unaware of their basic savings and 
protection needs. Life insurance re. 
ceives little discussion within the 
family—and little outside. 


No Specific Answer 


When we ask a family head why 
he owns life insurance, all too of. 
ten he has trouble providing a 
specific answer. “Oh yes, life in- 
surance is a good thing to own,” 
but purchasing perhaps is haphaz- 
ard and unlikely to be related to 
a well designed program of family 
security. 

If this picture is correct, life in- 
surance is faced with a serious 
marketing problem, but remark- 
ably enough, isn’t this the same 
marketing problem, varying only 
in degrees, that life insurance has 
always faced : 

—People used to be educated on 
life insurance on an_ individual 
basis. 

—People will not, by themselves, 
make realistic financial plans for 
the future. 

—People need to be persuaded to 
take action. 

—Once an individual is convert- 
ed to life insurance ownership, he 
prizes his possession, but he needs 
to have his situation reviewed at 
regular intervals. 


Missionary Period Over 


The big difference is perhaps 
that the original missionary period 
is over, the concept of life insur- 
ance is accepted, believed in, even 
treasured, but the family head to- 
day—no more than his father or 
grandfather—can get along with- 
out the services and counsel of the 
individual life insurance agent. 

Carl Sandburg has written a 
wonderfully moving autobiogra- 
phy, “Always the Young Strang- 
ers.” He vividly shows that each 
generation comes forth fresh and 
newly minted, strangers to the 
world, subject to the same errors 
of their ancestors, subject to the 
same passions, ideals, desires that 
have been common to the human 
race since creation. 


Will Be Hard Pressed 


We might imply that with this 
new insight from “Life Insurance 
in Focus,” the “young strangers” 
of each succeeding life insurance 
generation will be hard pressed to 
do without the services of the agent 
who is trained, equipped and con- 
cerned to help them solve their 1- 
dividual problems and plan for 
their future on an individual basis. 
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Ind Day 


President Dav- 
is Gregg of 
American Col- 
lege; Mrs. James 
A. Byrd, and Mr. 
Byrd, who is as- 
sociate executive 
vice-president of 
NALU. 


Among the II- 





linois contin- 
gent: Mr. and 
@ Mrs. James T. 
Kenny of Otta- 
wa and Stuart 
Monroe, Chica- 
go. Mr. Kenny is 
with Metropoli- 
tan Life and is 
immediate past 
president of the 
Illinois associa- 
tion. Mr. Mon- 
roe is general 
agent of Mutual 
Benefit Life and 
is 1st vice-president of the Illinois association. 
At the Ameri- 
can Society of 
CLU regional 
new _ candidate 
committee 
breakfast: 
Rodney E. Ab- 
raham, business 
manager of the 
American Socie- 
ty; Bruce Bare, 
a New England 
4 a ee Life, Los Ange- 
| les, the incoming secretary of the society, and Dean Herbert C. Graeb- 
| ner of the American College. 
If you're a 
- good man with ambition 
you and Standard 
| (aN 
| 
4 
i 
] 
| 
| Tune in on big career opportunities now being offered 
| by this progressive, expanding western company 
Write R. V. Cummins, Vice President and Sales Director 
. _ P.O. Box 711, Portland 7, Oregon 
| my rirerture INSURANCE COMPANY 
® HOME OFFICE +» PORTLAND, OREGON 








LIFE + ACCIDENT «+ SICKNESS ~ Individual & Group 
Serving Oregon, Idaho, Washington, California, Utah, Hawaii, 
Arizona, Nevada, Alaska 
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a Leader ... THROUGHOUT the 
SOUTH and SOUTHWEST 


in the ORDINARY and WEEKLY PREMIUM LIFE 
and HEALTH and ACCIDENT fields 
JOHN T. ACREE, JR. President 


Lincotn INcomME 


LIFE INSURANCE COMPANY 








HOME OFFICE: LOUISVILLE 3, KENTUCKY 




















THIS WEEK... 

... THE N.A.L.U. IS 
DISCOVERING HOW 
GREAT A DENVER 
CONVENTION 

CAN BE 
AT 





Hlee aS) es fillen 


HOW ABOUT A DENVER HILTON 
CONVENTION FOR YOUR COMPANY? 


© 884 air-cond. rooms 
© 6 restaurants and bars 
© underground garage 


WRITE, WIRE OR PHONE 
DICK NOBLE, Sales Manager 
1550 Court Place, Denver 2, Colo. 


© meeting rooms 
® reasonable rates 
© finest service 


AM6-3911 
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More Tributes Paid To Lester Schriver 


(CONTINUED FROM PAGE 14) 


lead the good fight. 

“A man among men, a thinker, 
a driver, 

“This, to me, friends, is Lester 
O. Schriver.” 


J. C. Higdon, chairman of Busi- 
ness Men’s Assurance, mentioned 
the long standing close friendship 
between the guest of honor and the 


late chairman and president of 
B.M.A.: As you all know the Tom 
Grant Breakfasts are held each 
year during the annual meeting of 
the American Life Convention to 
give the newly elected president of 
NALU the opportunity of meeting 
personally a number of life insur- 
ance company officers in attend- 
ance at the meeting. 

It all began in October, 1935, 


just after Lester’s election. Tom 
Grant, founder of B.M.A. as- 
sembled some 25 presidents of 
companies west of the Mississippi 
and with less than $200 million of 
life insurance in force and invited 
them to a breakfast to meet the 
new president of NALU. 

Mr. Grant was impressed with 
the fact that the new NALU presi- 
dent was a midwesterner from Pe- 
oria, a town not west of the Mis- 
sissippi river but nevertheless on 
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How do you judge a 


Generally speaking, a company’s progress is judged by the sale of its product. 
But a life insurance company is somewhat more complex than others. Its product 
is intangible and it is not for the moment, but often for the remainder of life 


and beyond. 


There are many things to consider in measuring the progress of a life insurance 
company. Its sales, of course, and the growth of its insurance in force... its 
assets... the way its policy plans meet current needs... the efficiency and 
training of its sales force . . . the completeness of the service which it can offer 
its policyholders . . . the enthusiasm and company loyalty that extends through- 


company’s progress? 


out the entire organization. 


Measured by any of these standards, the Sun Life of Canada has been successful 
ever since its first policy was issued in 1871, and its progress continues to be sure 
and steady today. Its $9 billion of life insurance in force protects the holders of 
well over two million policies and group certificates; 150 branch offices from 
coast to coast in North America provide the finest of life insurance service, and 
its policy plans are modern and up-to-date in keeping with the changing times 
in which we live. The Sun Life is, indeed, one of the great life insurance com- 


panies of the world. 


SUN LIFE ASSURANCE COMPANY OF CANADA 


HEAD OFFICE: MONTREAL 





the river. 

At the breakfast Tom Grait ex. 

plained to his guests that when 
they went home from the ALC 
meeting they could tell their 
friends that they had met and had 
breakfast with a man of impor. 
tance, Lester Schriver, the NALY 
president. 
_ This practice has been repeated 
in succeeding years and has been 
carried on since Tom _ Grant's 
death by his son, Bill Grant, pres- 
ident of B.M.A. 

Last year at the 25th ann 
Tom Grant breakfast, when oe 
North was the honored guest 
more than 200 were in attendance. 
Next month at the ALC meeting 
we expect to have a very special 
interest in the new president of 
NALU. 

These breakfasts for the NALU 
president afford an opportunity for 
him to speak informally for a few 
minutes to the heads of life com- 
panies and these breakfasts have 
done much to promote good per- 
sonal relationships and warm fel- 
lowship between NALU represen- 
tatives and the insurance com- 
panies. To Mr. Schriver we ex- 
press our great appreciation for his 
part in inaugurating this happy 
custom. 

Tom Grant was a great admirer 
of Abraham Lincoln and he was 
impressed with the similarity be- 
tween our honored guest and Lin- 
coln, even in appearance. Also, 
Tom Grant prided himself on the 
fact that he was a descendant of 
Gen. U.S. Grant. I can just imag- 
ine, Lester, that when you and 
Tom were discussing some of your 
problems the spirits of the great 
emancipator and the able general 
may have been close by to take a 
hand in the conclusion. 

At any rate, the two of you de- 
veloped a very warm admiration 
which was beneficial to the life in- 
surance business because I know 
in your book “As One Man 
Thinks” you say of Tom Grant, 
“T knew him—and loved him. He 
enriched my life through an asso- 
ciation of more than 20 years.” 

I would remind you, Lester, that 
in 1936 at the NALU meeting you 
said, “The great drawback with 
being president of anything is that 
you have no future.” I think you 
were referring to the NALU. 
However, history has ruled other- 
wise. You have served the NALU 
and the life insurance industry 
well and effectively since that 
time, and I predict that you will 
have much to contribute in the 
years ahead. 


Bruce Shepherd, executive vice- 
president of Life Insurance Assn. 
of America: I didn’t get to know 
Lester until 1953, when he took 
over the leadership of NALU, and 
our association was curtailed too 
soon when NALU elected to move 
to Washington. Though I haven't 
known him so long or so closely 
as many of you, I always feel 
close to Lester. You might say wé 
operate on the same wavelength. 


Anyway, it’s been a source Ol. 
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MeMillon Called ‘Man In Motion’ 


(CONTINUED FROM PAGE 1) 
big league and he wanted this 
speech to be a standout. So he and 
his wife, Elsie, sat down to deter- 
mine why he had been a successful 
life insurance agent. It seemed to 
hinge on his ability to “penetrate 
the prospect’s objections.” The re- 
sulting speech, titled “Penetrating 
Oil.” won a standing ovation, 27 
invitations within three weeks to 
repeat it, and 400 subsequent pres- 
entations in all parts of the United 


States. 
One Of Youngest Presidents 


At age 40 Mr. McMillon is one 
of the youngest men ever to head 
NALU. He was born on a farm 
some 25 miles from Abilene and 
has resided in that area ever since, 
except for 3% years of air force 
service in World War II. 

A significant aspect of Mr. Mc- 
Millon’s long-time participation in 
organization affairs is that he has 
been a leader of every group with 
which he has been associated. 
Looking back on this rather unusu- 
al string of achievements, he attri- 
butes it to three factors that he 
considers to be essential ingredi- 
ents of his philosophy of life: He 
has attained leadership only be- 
cause people have expressed confi- 
dence in him as an_ individual, 
thus, this confidence must be 
treated as a sacred trust and with 
the greatest respect ; he believes in 


the dignity of every individual 
with whom he works, looking 
upon them as his associates, and 
himself as their servant; he be- 
lieves loyalty in every area of a 
man’s life is the magnificent in- 
gredient that makes men trust 
him. 

Mr. MeMillon is active in num- 
erous Civic, business and charitable 
organizations and is a leader in 
the Evangelical Covenant Church 
of America. He is in great demand 
as a speaker, as indicated by the 
fact that he travels about 100,000 
miles a year to speak to some 100 
life underwriter, chamber of com- 
merce, sales executive and church 
groups. 


Hosts For Pacific Mutual 


Hosts for the Pacific Mutual 
Life reception and dinner Thurs- 
day evening at the Denver Athletic 
Club will be Joseph F. Tudor, vice- 
president; Charles E. Vance, su- 
perintendent of agencies, and Rudy 
B. Miner, director of sales promo- 
tion. 


Pritchard Dinner Host 

Oren D. Pritchard, 2nd _ vice- 
president, will be host at the Un- 
ion Central dinner at the Denver 
Hilton. Mr. Pritchard is a past 
president of NALU and former 
Union Central manager at Indi- 
anapolis. 





ereat satisfaction to me. I feel 
honored to have been selected to 
honor a great man and a fine 
friend, 


William J. Hamrick, senior vice- 
president of Gulf Life, quoted from 
various authors, including the 
guest of honor, passages appropri- 
ate to the occasion, concluding by 
saying: It will pay you to read 
again his essay on “The Friend- 
ship Bank.” May I paraphrase one 
short paragraph and address it to 
Lester Schriver? 

“And so my friend, we thank 
you for your warm friendship 
through all these good years, and 
for the rich deposits you have 
made in our banks of friendship. 
We shall attempt to share with 
those whose lives it is our privi- 
lege to touch as long as we live, 
Just as you have done.” 

I should like to quote much 
more, but my time is up. May I 
add just one thought of my own: 
Lester Schriver was not born 30 
years too soon. We of this genera- 
tion have cause to be thankful 
that he was sent in our time to 
cheer us, to teach us, and to in- 
spire us. His voice has not been as 
one crying in the wilderness. 
Rather it has been a strong, clear, 
Vibrant call of courage and lead- 
ership. His intellect has set the 
pattern for our noblest thoughts. 


His stout heart has set the stand- 
ard for our courage, 

His great belief in the brother- 
hood of man and the fatherhood 
of God has helped make us better 
men and women. His undying de- 


XUN 


votion to his country, his friends 
and our great industry has made 
us proud to number him among 
the truly great leaders of our time. 
He will live on in the lives of his 
family and innumerable friends 
who knew him and were influ- 
enced by him. We will rise up to 
call him blessed as long as mem- 
ory endures. 

Inscribed in ageless stone on the 
Lincoln Memorial are these words: 

“Tn this temple, 

“As in the hearts of the people 

“For whom he saved the Union 

“The memory of Abraham Lin- 
coln 

“Ts enshrined forever.” 

To paraphrase again—and I do 
not consider it a sacrilege— 

“Tn this organization, 

“As in the hearts of his friends 

“Who love him so much, 

“The memory of Lester Schriver 

“Ts enshrined forever.” 


Julian S. Myrick, chairman em- 
eritus of American College: It 
hardly seems possible that some 
34 years have passed since I first 


met Lester at the 1927 convention’ 


of NALU. I believe it was his 


first national convention and I was 


elected president of the association 
that year. We have been friends 
and co-workers ever since. 

We are gathered here tonight to 
express our appreciation and to 
honor him, not only for his con- 
tribution and leadership to NALU, 
but to the cause of life insurance 
as well. 

His biographical sketch gives 
you all of this information. He 








A TRIBUTE 
TO THE LIFE UNDERWRITER 


He is not a doctor, a lawyer, an accountant, nor a clergyman. Yet 
his work has something in common with all of these professions, 
and is often synchronized with theirs—to your benefit. He is a 
lifelong student of many complex subjects. They change and grow 
in scope from year to year, so that his studies never end. He con- 
tinuously applies himself to the studies outlined in the training 
courses offered by his company and his industry—so that he may 
always serve you to your best advantage. He is a man of high 
character and warm friendliness. Necessarily so, because he is the 
trusted advisor of many families—the custodian of many secrets. 
And to win and deserve this trust, his personality must invite and 
hold your close friendship. He is a man who is honor bound to 
put your long range gains above any instant profits for himself— 
bound by his own standards, and by the high standards of his 
company and his industry. He is your life insurance salesman. In 
his hands are the security and the future welfare of you and your 
family—and the good name of the company he represents. We 
are proud of his record of faithfulness. 


Copyright 1953 ¢ The Farmers and Bankers Life Insurance Company 


There is unlimited opportunity in our sales 


a PNKERS ¢, organization for those who meet these stand- 
2 AK “, ards. Limited territory open in Oklahoma, 
oo Aooweuny % Colorado, Texas, Arizona, Kansas, Missouri, 
z 2 Arkansas and Nebraska. Inquiries will be held 
< F in strict confidence. 
% > 
< 1911-19618 =.0 
B Li f INSURANCE 
Farmers & Bankers Life company 


HOME OFFICE, WICHITA, KANSAS 


Limited number of this Tribute, beautifully printed on 13 x 17 sheet and suitable 
for framing, available from Home Office upon request. 
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WELCOME TO DENVER 











Glad you could make it to the 1961 NALU Convention. While you are 
here, be sure and visit the CAPITOL LIFE Hospitality Suite in the 
Hilton Hotel. You'll be welcome anytime, and we would like to show 
you the plans for our new home office building, under construction 
just 3 blocks east of the Hilton. 


The Capitol Life 


INSURANCE COMPANY 
HOME OFFICE: 1620 SHERMAN STREET, DENVER 
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speaks and will continue to speak 
with authority, clarity and force 
on a wide variety of subjects such 
as business and salesmanship, ed- 
ucation, humor, politics and eco- 
nomics, special Lincoln subjects, 
our heritage, especially as ex- 
pressed by Freedom’s Founda- 
tion—all of which has been a part 
of his life and purpose. 

We are here tonight to give 
thanks for what he has done for 
NALU, our membership and asso- 
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ciate organizations. His leadership 
through the years has expressed 
the importance and value of life 
insurance for the protection it 
gives to the individual, the family, 
the business, the community and 
the nation. Back of all this are the 
glorious ways he has expressed the 
spiritual values of life insurance 
and what it means to our way of 
life. No one has expressed it bet- 
cer. 

We honor his patience and wis- 


dom in handling the affairs of 
NALU and in working with the 
elected officers and committees. I 
hope that we may continue to use 
his knowledge and talents for 
many years to come such as writ- 
ing a history or story of NALU 
which will be helpful to future 
generations. 

I am sure he will not do as the 
poet suggests—“‘An elegant suf- 
ficiency, content, retirement, ru- 
ral quiet, friendship, books’”—but 
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The outstanding groups listed to the right have discovered what makes a conven- 
tion so memorable at the Shoreham Hotel and Motor Inn in Washington. It’s our 
personal touch —the expert, individual service that we give every group, large 


or small, 


You'll find no stiff rule-book attitude at the Shoreham. Whether you want to “move 
a wall” or change a salad, our convention staff are always ready to give you their 


immediate personal attention. 


And we've the finest facilities for groups of every size: 700 beautiful air-conditioned 
guest rooms for conventions in the hotel and motor inn, accommodating 1400 persons 
... 25 meeting and banquet rooms accommodating any number from 35 to 1000... 
outdoor swimming pool...and 44,000 square feet of drive-in exhibit space. For 


GROUPS 


ENJOYED THE 
PERSONAL 
» TOUCH 





complete Convention Portfolio, write John E. McMurtagh, Director of Sales. 


Shoreham Hotel and Motor Inn 


Connecticut Avenue at Calvert, Washington, D.C. « ADams 4-0700 
New York Office: 60 East 42nd Street ¢ YUkon 6-3048 


Also offices in Chicago, DEarborn 2-0089 « Cleveland, CHerry 1-1966 
Pittsburgh, ATlantic 1-2373 + Boston, HUbbard 2-0060 






A FEW OF THE ORGANIZATIONS 
WHO HELD THEIR CONVENTIONS AT 
THE SHOREHAM DURING 1959-60 


ASSOCIATIONS 
Air Transport Assn. of America 
American Alumni Council 
American Bar Association 
American Industrial Bankers Assn. 
American Medical Association 
American Pharmaceutical Assn. 
American Public Power Assn. 
American Society of 

Testing Materials 
American Trucking Assn., Inc. 
Assn. of Industrial Advertisers 
Milk Industry Foundation 
National Assn. of Broadcasters 
National Association of 

Mutual Savings Banks 
National Association of 

Photographic Manufacturers 
National Automobile Dealers Assn. 
National Candy Wholesalers Assn. 
National Electrical 

Manufacturers Association 
National Food Brokers Assn. 
National Lumber 

Manufacturers Association 
National Travelers Aid Assn. 


INDUSTRY 
The Coca-Cola Company 
Esso Standard Oil Company 

’ Ford Motor Company 
International Business 

Machines Corporation 

Johnson and Johnson 
Lever Brothers 
Norge Sales Corporation 
Parke, Davis and Company 
The Pepsi-Cola Bottlers’ Assn. 
Piggly Wiggly Corporation 
Ralston Purina Company 
Sperry Gyroscope Company 
Sylvania Electric Products, Inc. 
U. S. Gypsum Company 


INSURANCE 
General Insurance Co. of America 
Great Central Life Insurance Co. 
International Union of 

Marine Insurance 
Liberty National Life Insurance Co. 
Metropolitan Life Insurance Co. 
Mutual Insurance Agency Assn. 
Peoples Life Insurance Company 
Prudential Insurance Company 
Shenandoah Life Insurance Company 


CLUB AND FRATERNAL 


Alpha Sigma Tau Sorority 
Beta Chi Sorority 
Daughters of America 
General Federation 

of Women’s Clubs 
P. E. 0. Sisterhood 
Phi Gamma Delta Fraternity 
Rotary International Club 


OTHER GROUPS 


American Forest Products Institute 
American Rocket Society 
Chamber of Commerce of the U. S. 
Fifth International Congress 
on Nutrition 
Fourth Marine Division Assn. 
National Council, Boy Scouts 
of America 
National Institute of 
Governmental Purchasing, Inc. 
National Recreation Congress 
9th Infantry Division 
95th Infantry Division 
Tax Executives Institute, Inc. 
Tax Foundation, Inc. 
U. S. Savings and Loan League 
United Steel Workers of America 





2nd Day 


will keep active and in good health 
so that he may continue to serve 
us and the many good causes jn 
which he believes. 

Lester, we treasure your friend. 
ship and will await with interest 
your future activities. God bless 
you. 

Paul R. Green, Aetna Life, Se. 
attle, former NALU trustee. The 
hundreds of fellow underwriters 
are assembled here tonight to show 
our appreciation for the many 
things that Lester Schriver has 
done for us. Our presence here js 
physical proof of the esteem, af- 
fection and respect that we have 
for Lester. However that may be, 
I want to say a few words for the 
thousands and thousands of life un- 
derwriters who could not be pres- 
ent. Across this broad land of ours, 
from the Pacific to the Atlantic, 
from the Gulf of Mexico to Alaska, 
are life insurance men and women 
who would want me to express 
their appreciation for Lester’s work 
in their behalf. And in particular, 
his efforts to have better communi- 
cations between the agency forces 
and the home offices. Lester has 
realized over the years that one of 
the handicaps in our great industry 
is that of communications between 
the field and the home office. Due 
to his efforts progress has been 
made along this line. The problem 
hasn’t been solved, but some real 
progress has been made. 

Secondly, those who were un- 
able to attend this banquet would 
want me to thank Lester for his 
monthly column “In Perspective.” 
I have had regular churchgoers tell 
me that it’s the best sermon and 
best philosophy that they have seen 
or heard during the month. I’ve 
also heard intermittent churchgo- 
ers tell me that if they had a min- 
ister who could express himself as 
Lester has they would be more reg- 
ular in their church attendance. 
Several have made bold to ask me 
to try and persuade the board of 
NALU to request that Lester be 
commissioned to continue his ed- 
itorial “In Perspective.” 

There are many things that over 
100,000 life underwriters are in- 
debted to Lester for. Tonight those 
thousands and thousands of men 
and women wish me to thank our 
friend Lester for all that he has 
done and meant for us. 








John V. Coe, Massachusetts Mu- 
tual, Wichita, and H. Cochran 
Fisher, Aetna Life, Washington, 
D. C., who was Aetna’s first CLU 
qualifier. 
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2nd Day 


Threat Of Blindness 
Brought New Vision 
To Agent Nell Burns 


(CONTINUED FROM PAGE 11) 


to me recently in a conversation I 
had with a young fellow from Bir- 
mingham. He is, in my opinion, 
one of the most promising under- 
writers I have met in a long time. 
A law undergraduate, he has been 
in the business about three years 
and has sold pretty close to a mil- 
lion from his first year, but with a 
family and not having had time to 
build up renewals, he is finding the 
financial strain too much. 

He came to my office to say 
goodby. He had accepted a salaried 
job as an attorney for a corporation 
and was leaving the business— 
discouraged by a few tough breaks. 
T was shocked, and started talking 
to him about the security of the 
business, its promise for the future, 
etc. but he practically laughed in 
my face: “Security—my eye! All 
I can see is a struggle for sales that 
blow up in your face—declined by 
the home office!” He went on at 
length with details. He ended with, 
“T would like to see someone who 
can live on these wonderful renew- 
als you people talk about.” 

I pulled out my statements for 
the past year—he knew that I had 
done nothing in the way of pursu- 
ing new business, and when he saw 
the income I had from those 
“worthless” renewals, the first 
year income from automatic feed- 
in and income from other invest- 
ments, indirectly resulting from 
selling life insurance, you could 
have knocked him down with a pin- 
feather. He resigned his salaried 
job, and I believe that a valuable 
man has been saved for the busi- 
ness. 

I know that getting started is not 
easy, but every day I thank my 
lucky stars that the kind hand 
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steered me into life insurance and 
that something gave me the cour- 
age to stick with it in the early 
years when the going was often 
rough. I shudder to think of the 
problems I would have faced if I 
had been holding a salaried job in 
February, 1960. It is my firm be- 
lief that the release I had from 
these external problems contribu- 
ted enormously to a recovery that, 
according to medical opinion, was 
almost miraculous. 

I still don’t like the idea of talk- 
ing about personal problems on a 
national program, but if what I 
have said today will give one of 
you a little inspiration, if your spir- 
its have been drooping, and, if the 
going has been rough, courage to 
look for the long range possibilities 
of this business rather than chafing 
at the minor bumps which you get 
from day to day, my place on this 
program will be more than justified. 


B. M. A. Hosts 


Serving as hosts during the 
company reception and dinner of 
Business Men’s Assurance Thurs- 
day evening in Assembly I of the 
Denver Hilton Hotel will be J. C. 
Higdon, chairman; W. D. Grant, 
president; John W. Sayler, vice- 
president, sales; J. Kenneth Hig- 
don, assistant vice-president; G. J. 
Tritch, field manager, and Jack E. 
Bernet, director of public relations. 


Dinner Of Great-West Life 


Serving as hosts for Great-West 
Life’s reception and dinner Thurs- 
day evening in the Savoy Room of 
the Denver-Hilton Hotel will be E. 
A. Palk, director of agencies, and 
A. S. Marling, superintendent of 
agencies. 

Representing the home office of 
Fidelity Mutual Life and serving 
as host at the company dinner and 
reception Thursday evening in the 
Navajo Room of the Denver Ath- 
letic Club will be Lawrence J. 
Doolin, vice-president. 
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NATIONAL ASSOCIATION 

OF LIFE UNDERWRITERS FROM 
“AMERICA’S MOST MODERN 
LIFE INSURANCE COMPANY” 


PACIFIC 
FIDELITY 


LIFE INSURANCE COMPANY 
Home Office: Los Angeles 


The company that 
furnishes its agents 
with quality prospects. 
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OURS IS A GROWING 
COMPANY 
IN AN EXPANDING MARKET 


If you have an outstanding record 
of personal production 


If you are ready 
for your own General Agency 


If you would like 
to grow with ULLICO 


WRITE 
VICE PRESIDENT—AGENCY MANAGER 


THE UNION LABOR 


Life Insurance Company 
850 Third Avenue New York City 22 


EDMUND P. TOBIN, President 














MOST POWERFUL ADVERTISING 


IN HEALTH INSURANCE HISTORY! 


A terrific, hard-hitting, continuing advertising 
program backs you up all the way! You offer the 
most complete, most modern product line in 
health insurance history! 


Men and women who thought they had reached 
their top earning capacity have discovered they 
can increase their income right from the be- 


Omaha. Earnings of $10,000—$15,000—$20,000 
and more are within your reach when you build 
a career with Mutual of Omaha. 


Behind this fabulous story of earnings is a 
well-planned program of sales training and de- 
velopment. Now is the time for YOU to move 
UP to Mutual of Omaha. Mail coupon below 


ginning as career representatives for Mutual of for all the facts! 





STRONGEST POSITIONS AND ADS 
IN NATIONAL MAGAZINES! 


;-{  ® 3RD-COVER GATEFOLD IN 4 COLORS 
i 3 — FEATURES TERESA BREWER! 


31,250,000 
EXPOSURES 
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RADIO-TV 
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NBC-TV! 









BACK COVER IN FOUR COLORS! 
24,955,707 EXPOSURES 


















BACK COVER IN FOUR COLORS! 


PRUE 33 397,785 EXPOSURES 


JACK PAAR 
NBC-TV! 
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Family 
Weekly 


BACK COVER IN FOUR COLORS! 
12,818,512 EXPOSURES 


BACK COVER IN FOUR COLORS! BOB 
23,000,000 EXPOSURES CONSIDINE 


NBC-RADIO! 
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Local level advertising in Newspapers, 
Radio and Television! 


Throughout the country, local commercials, advertising ARTHUR 
and shows are selling Mutual of Omaha, paving the way GODFREY 
for YOU, rounding up LEADS! CBS-RADIO! 


A whopping direct mail 


DIRECT MAIL IN Se Cpa 
MASSIVE CAMPAIGN! the picture! 
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FATHER KNOWS BEST 
starring Robert Young 

















Mr. Howard Dewey, Vice President 
Mutual of Omaha COUPON . 
I Omaha, Nebraska Dept. 1061 i TODAY 
I Rush me facts about Mutual of Omaha’s Career Program that " — 
I can boost my earnings 40% immediately! " 
f I YOUR 
‘toa ' GOOD 
ern NEIGHBOR 
| ‘ | MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
| City___ Zone State l HOME OFFICE: OMAHA, NEBRASKA 
L | = The Greatest Name in Health Insurance 
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